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The percentage of repeat business done plays a most 
important part in the success of your store... . for profits 
on such sales represent the ‘easy money’ in your business. 
‘Easy’ in the sense that less time and selling effort is 


required to make a sale. 


A reputation built on footwear of unwavering quality... . 
distinctive style ....and perfect fit, is your best way of 


making repeat customers of new, or occasional purchasers 





....and preventing regular customers from wandering away. 


REPEAT BUSINESS IS 
BUILT ON BUT ONE 
BASIS.... SATISFACTION! 


The high percentage of repeat-sales on PEACOCK SHOES 
is one factor responsible for the consistent success of Peacock 
dealers. Their customers come back....for they are in the 
habit of finding satisfaction in PEACOCK SHOES. 


THE BOMBEE....A high-waisted ({ and Calf... . Suede and Kid con- 


daytime... . and informal evening. throat feature that gives the same 


Smart in the wanted Suede and ey, comfort as a gore. 
ey 
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| t for i ” binations....and in the new Suede 
j i \ ee Te eee rs and Satin theme. With an unusual 
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BOYD-WRIGHT SHOE CO. 


SAINT LOUIS «+ ¢ U.S.A. 


PEACECK CHES “ONE OF AMERICA'S FOREMOST STYLE NAMES” 


When writing advertisers please mention Boot and Shoe Recorder 
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The VOICE of the TRADE 


L. F. Tuffly, 


of Krupp & Tuffly, Inc., Houston, 
Tex., is one shoe man who recog- 
nizes a very definite increase in 
buying power in his section of the 
country. While stopping at the 
Hotel New Yorker, he said: 

“Spot cotton is quoted in Texas 
at 11%c. a pound, compared with 
a price last year at less than 6c. a 
pound. Here is increased buying 
power of nearly 100 per cent for 
the raisers of cotton and this 
should reflect in a wide improve- 
ment in business in the South. 

“We are going to introduce our 
Fall season with some _ higher 
prices, although our schedule of 
prices at the start of the season 
will be in line with those of the 
past season. The advanced prices 
will provide an opportunity of 
later stepping into this new range 
to take care of the advance in shoe 
prices when we are compelled to 
replace our present stocks.” 


* ok x 
~ _ 
, 
aa Do diane MG 


E. W. Acklin 


of Acklin Bootery, Salem, Ore., 
says: 

“What causes bad feet? Often 
it is ill-made and poorly fitted 
shoes, and all the medicine in the 
world will not help this condition 
until the shoe industry, with the 
aid of the medical profession, 
starts to educate the public to 
proper type of footwear and the 





elimination of the thousands of so- 
called shoe fitters who should 
never be allowed to put a shoe on 
a human foot. 

“I will go further to say that I 
have tried hard to cooperate with 
doctors for a good many years, 
but I find very few are interested 
in feet. They need the cooperation 
of good shoe men as much as we 
need them.” 





Siciey Carter, 
in the Rice-Stix Merchants’ Serv- 
ice Plan Bulletin, writes: 

“The Devil, so the story goes, 
had a convention attended by 
many imps. He instructed the 
imps to go out into the world and 
sell discouragement to the human 
race. One imp approached an av- 
erage man. ‘Aren’t you discour- 
aged?’ he asked. ‘No,’ replied the 
man, ‘I can’t say that I am.’ ‘How 
about the banks that are closed?’ 
the imp asked. ‘I guess I am a 
little discouraged,’ the man admit- 
ted. ‘How about 11 million peo- 
ple out of work?’ ‘Yes, I am dis- 
couraged,’ the man conceded. 

“The little imp reported to the 
devil, who said, ‘Go sell somebody 
else.’ The imp approached another 
man. ‘Aren’t you discouraged ?’ 
he asked. ‘No,’ the man roared. 
‘Look at the banks that are closed,’ 
the imp suggested. ‘Look at the 
banks that are open,’ the man re- 
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plied. ‘Look at the people who 
don’t have jobs,’ tried the imp 
again. ‘Look at the people who 
do,” said the man. ‘Stocks are 
low,’ persisted the imp. ‘The val- 
ues are there; don’t argue with 
me. Go to the devil!’ retorted the 
man. 

“The imp went to report to the 
dévil. ‘Did you sell the second 
man?’ the devil asked. ‘No, I 
didn’t,’ the imp replied. ‘He sold 
me. Now /’m discouraged. ” 


* Ok Ok 


é 

Advertising Age says: 
“Lucifer Gorgonzola Butts, A. K., 
who has long delighted newspaper 
readers with his slightly unbal- 
anced ingenuity, as practiced un- 
der the direction of Rube Gold- 
berg, famous cartoonist, made his 
debut in the Boot AND SHOE ReE- 
CORDER in behalf of Darex Insoles, 
manufactured by Dewey & Almy 

Chemical Company. 
“The advertiser took the front 
page and three inside pages to. in- 
cape 

F en de 


© 





troduce the professor and ‘a series 
of impartial and highly intelligent 
tests designed to prove that you 
never can tell.’ 

“About 75 per cent of the space 
was devoted to the crack-brained 
professor and his tests and only 
25 per cent to a serious story of 
the Darex Insole. This is believed 
to establish a new standard in 
trade paper advertising, which 





heretofore has been written in the 
belief that when a dealer sits down 
to peruse his business paper, he is 
thinking strictly in terms of dol- 
lars and cents and is in no mood 
for foolishness. 

“Dewey & Almy and _ their 
agency, Badger and Browning, of 
Boston, thought otherwise and 
gave their dealer readers many a 
grin before getting down, in the 
last part of their advertisement, 
to an exposition of Darex Insoles. 

“Whether Mr. Goldberg wrote 
the copy, as well as providing the 
illustrations, has not been di- 
vulged. If one of the agency staff 
pinch-hit for the Rube, he did an 
excellent job of teamwork.” 

Due to the unusual interest cre- 
ated by this advertising, William 
Mott, of Dewey & Almy Chemical 
Company, whose headquarters are 
at Cambridge, Mass., has had the 
same reprinted in pamphlet form 
for distribution on request. 


* * . 


* 
Saks-Fifth Avenue 


where Joseph Michaels heads the 
shoe divisions, takes a full page 
advertisement in the New York 
papers, announcing: 

“The management of Saks- 
Fifth Avenue announces a 10 per 
cent increase in salary to its entire 





staff of employees, effective imme- 
diately. 

“The increase in business at 
Saks-Fifth Avenue during the 
past two months, manifests our 
clients’ endorsement of our never- 
varying policy of presenting only 
the highest quality of fashions and 
accessories. 

“Since its inception, this estab- 
lishment has been an exponent of 
quality. Our standards today are 
identical with those of every other 
day during the past ten years. We 
have not only concentrated upon 
the presentation of quality fash- 
ions, but we have also at all times 
fostered and encouraged creative 
effort. Now, to assure the contin- 
uance of the quality of service 
commensurate with the fashions 
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THE BIGGEST JOB! 


—Editor Anderson and | visited Washing- 
ton last week and had conferences with 
General Hugh Johnson and several mem- 
bers of President Roosevelt’s Cabinet. 


—We were tremendously impressed with the 
fighting determination of the Administra- 
tion to bring still further order out of 
chaos and to create a more reasonable 
balance between production and prices 
and purchasing power. 

—The Administration is trying to do the 
biggest job ever attempted in economic 
history. 

—I believe they will do it. 


Sunt Vile. 


President. 


we present, we increase the sala- 
ries of our entire staff 10 per cent. 

“The administration behind the 
National Recovery Act is assured 
of our sincere and fullest coopera- 
tion. We hope that this small gest- 
ure on our part may lead the way 
to increased earning power in our 
industry and provide a spark of 
encouragement to those who cre- 
ate fine things. 

“This is the first intimation to 
our employees of our attitude to- 
ward future compensation. A ffec- 
tion, friendship, loyalty receive 
their greatest test in times of 
stress. Our employees have made 
many willing sacrifices to continue 
our never-varying standard of 
service. We extend our hands to 
them in deep appreciation of their 
invaluable talents and loyalty.” 


* * * 


_—_ Grossman, 
Brooklyn shoe manufacturer, in a 
colorful message to his customers, 
entitled “The Return of the Na- 
tive,” says: 

“The advance fashion seeker al- 
ways is more important than the 
follow - the - trend customer, be- 
cause once satisfied with the au- 
thenticity of your offerings, with 
the deft styling and fit, she be- 
comes a medium of advertising 
and prestige for you. Other wo- 


men admire and study her chic; 
they manage to find out where ani 
how much; with the result that all 
of them soon begin referring to 
your store as ‘their shoe shop.’ ” 


* * X 


4d 
Ce places 


is rough on dogs,” declares the 
New York Daily News in a head- 
line featuring one of Princess Al- 
exandra Kropotkin’s articles about 
the Chicago Fair, reprinted from 
the Chicago Tribune. And _ the 
Princess observes that “first-aid 
stations for the relief of aching 
feet are the most popular places at 
the exposition. 

“Every day the New York 
Central’s rest room at the Fair is 
filled with men and women with 
their shoes off. By the hundreds, 
people unshoe themselves in the 
Postal Telegraph lounge and go 
to sleep there, worn out by foot 
trouble. No concession at the Fair 
has had larger attendance than 
one belonging to a foot ease firm 
selling special pads and cushions 
to put in shoes. The more fash- 
ionably dressed women are the dir- 
est sufferers. Their French heels 
give them Hail Columbia. Girls 
wearing flat-heeled shoes, soled 
with crepe rubber seem to survive 
best.” 

Reading the above, Abraham 
Sachs of the Segal Shoe Conform- 
er Corporation, New York, de- 
cided to make a hurried trip to 
Chicago in the interest of aching 
feet. Mr. Sachs reports a grow- 
ing market for his machine, which 
is scientifically designed to make 
necessary adjustments in break- 
ing in shoes. He believes fitting 
service will be more essential than 
ever to enable merchants, both in 
the higher and lower price groups, 
to hold their patronage under 
the changed economic conditions, 
which will naturally tend toward 
a shifting of customers from one 
store, or one price level, to an- 


other. 
* * 


C, P. Clark, 


vice-president of the Jarman Shoe 
Company, Nashville, Tenn., issued 
a tiny tabloid announcing a new 


addition to the Clark family. 
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Here’s an extract from the “Name 
Contest Column :” 

“There was considerable diffi- 
culty in naming the new Clark 
baby. Her father held out for 
NIRA, since he expects her to 
keep him awake nights like the 


WELL FOLKS, CAST YOUR 
voTes —— 


ate, 


National Industrial Recovery Act. 
Both families, and several friends, 
had their own ideas. All names 
were finally put into a hat and 
‘Phoebe’ was drawn. Mrs. Phoebe 
Clark, the father’s mother, is go- 
ing around with a broad smile 


these days.” 
x * * 





N « D. A. Brown, 
salesman in New England for the 
American Oak Leather Co., has 
completed 50 years in the trade, 
and among his recollections is that 
of selling soles down to 3 cents 
and less per pair and then in a 
few weeks up to 9 cents a pair 
and more. That was back in 1893, 
and Mr. Brown comments that the 
same thing is happening over 
again these days. 


* OK Ox 


Ruth H. Kerr, 
style analyst for the Calf Tanners’ 
Association, says: 

“Too many staples in a diet can 
produce a headache just as surely 
as the lack of them, or a prepon- 
derance of rich foods will result 
in spots before the eyes. But a 
carefully balanced diet is what the 
wise ones strive for, and by the 
same rule specialty diets are pre- 
scribed for invalids. 

“Large supplies of staples in 
present shoe production will not 
constitute a balanced consumer 
diet when the time comes to sell 
them this Fall. Mrs. America in- 
dicated pretty clearly this Spring, 
when she went for crazy circus 
hats, tray shoulders and gray 
shoes, that her appetite for delica- 
cies had been whetted by large 
doses of staples. Fall, 1933, is no 
time, of all times, to tell Mrs. 
America that she must subsist on 
good, wholesome staples alone. 





“Special novelties in shoes, 
keyed to the new era, prepared as 
enticingly as possible, and with 
the well-known appetite appeal of 
color, must be dished up for both 
Mr. and Mrs. America. A chef’s 
flourish when he presents his spe- 
cialty, or in merchandising terms, 
dramatized promotion of enticing 
new creations, will nominate Mr. 
Merchant to the position of a 


cordon bleu.” 
xk * * 


© M. Elizondo, 
editor of “Calzado y Teneria” 
(trade journal of Mexico), is at 
the Hotel Taft, New York, this 
week, contacting American shoe 
manufacturers and tanners inter- 
ested in selling the market to the 
south of us. Because of the ex- 
change, the export market for 
American goods is showing tre- 
mendous improvement. 

Mr. Elizondo has been making 
these trips to New York for the 
past 17 years and is an authority 
on the Mexican shoe and leather 


market. 
x *k x 


Frank Shirley, 
of the Gardiner of Lynn last fac- 
tory, Says: 

“Women’s feet are changing.” 
And he has thousands of measure- 
ments of feet to prove it to be so. 
“When I started,” says he, “my 
tapes showed No. 4 to be the aver- 
age size. Now the tapes show No. 
6. That goes for averages. But 







13 





it’s not half the story. New orders 
for lasts for Fall call for more 
No. 9 lasts, in the A, AA and 
AAA measurements than we have 
ever seen before. I’ve heard a 
score and more reasons for the 
change in women’s feet, even as 
has many another shoe man. Be 
that as it may, the fact is that this 
Fall, if the run on women’s lasts 
is any criterion, will see more No. 
9, also more No. 7 and No. 8 and 
No. 10 shoes on women’s feet.” 


* 


* Ok 
Harry Gordon, 


manager of the Potter Shoe Com- 
pany’s Sorority Shoe Shop and 
Junior department in Cincinnati, 
says that the most successful method 
they ever used to get trade was to 
watch the birth notices in the daily 
papers and cut out the names and 
addresses of each new-born baby and 
send to the mothers the following 
card: 

“Waiting at the store is a pair 
of dainty bootees, our gift to the 
new baby. Simply present this 
card within thirty days of the lit- 
tle stranger’s arrival—they will be 
given you with our compliments. 

The Potter Shoe Company.” 

He said that many of the mothers 
who had received the present for 
their baby continued to be Potter- 
customers year after year. 

“The best way to get business, af- 
ter quality, is to sell your customers 
the right shoes for the right occa- 
sion,” Gordon who has been with 
the Potter Shoe Company for many 
vears continued: “It gives the cus- 
tomer faith in the taste and judg- 
ment of the salesman.” 


"L\TTLE WONVER" 





AM 
SAT R33 









“Here you are, son.” 


SHOE Co. 
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Shoe Trade Lines 


MEMBER 


WE DO OUR PART 


Design of official emblem issued to employers who enter into blanket 

NRA Code agreement with the President. The initials NRA and the 

words “We Do Our Part’ are in red. The eagle and the words 
“Member” and “U.S.” are in blue. The background is white. 


F ollowing the President's radio 
appeal in behalf of the National Recovery Adminis- 
tration plan to increase employment and purchasing 
power immediately, and thereby to create a market 
for the products of industry at profitable prices, 
events moved more swiftly last week in the compli- 
cated and laborious task of placing the shoe indus- 
try squarely in line with the intents and purposes of 
the NRA. Outstanding among the week’s develop- 
ments were the following: 

A number of important manufacturers of shoes 
and other footwear products announced their inten- 
tion to abide by the regulations of the NRA blanket 
code by increasing wages and shortening hours of 
labor immediately, pending final approval of the code 
for the shoe manufacturing industry in the prepara- 
tion of which the National Boot and Shoe Manu- 
facturers’ Association has been engaged for several 
weeks. 

Directors of the National Boot and Shoe Manu- 
facturers’ Association met Wednesday, July 26, at 
the Hotel Commodore to discuss and act upon a code 
of fair competition for the industry which had been 
drafted after weeks of laborious effort. The meeting 
was an executive session and continued until long past 


National Boot and Shoe Manufac- 
turers Association and National 
Association of Slipper Manufac- 
turers Complete Codes of Fair 
Competition — Individual Manu- 
turers’ Association and National 
Agreement and Other Trade 
Groups Assure President of 
Whole-Hearted Participation in 
Recovery Plans. 


midnight. Even then the work was not completed 
and another session was held the following day, when 
the proposed code was finally approved. Thereafter, 
Managing Director J. Otis Ball and members of the 
executive committee left for Washington for the pur- 
pose of filing the code with the National Recovery 
Administration. 

The full text of the shoe manufacturing code, as 
approved by the directors and submitted to the NRA, 
is published on page 26, in this issue. The next step is 
the holding of a hearing on the code by the NRA at 
which representatives of the industry may voice their 
objections. In the final analysis the code is subject to 
approval, modification or rejection by the NRA or 
the President. 

The American Shoe Manufacturers, with head- 
quarters in St. Louis, completed a revised tentative 
draft of a code for that territory which was presented 
and discussed at a meeting of the association on 
July 25. 

The National Association of Slipper Manufac- 
turers, Inc., of which Leo Goodkind is president and 
Leo F. Praeger secretary, completed and adopted a 
code for that industry and submitted the same to the 
National Recovery Administration. The letter ad- 
dressed to the NRA, which accompanied the code, 
states that the association has 54 members who con- 
stitute about two-thirds of all the slipper manufac- 
turers in the country, and that the output of its mem- 
bership comprises the major portion cf all slippers 
manufactured in this country. This is the first code 
to be submitted and made public by any branch of the 
shoe industry and is published in full on page 30 in 
this issue. 

Louis J. Robertson, chairman of the Board of the 
Tanners Council of the U.S.A., sent the following 
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Up for Recovery 


telegram to the Honorable Franklin D. Roosevelt, 
President of the United States, White House, Wash- 
ington, D. C.: 


dd 

The leather industry, nation-wide, 
essential, consumers of the nation’s raw material, 
cattlehides, calfskins, goatskins and other hides and 
skins, producers of all types of leather from which 
are made shoes, belting, harness and leather goods of 
all descriptions, records itself as in patriotic and 
hearty approval of the desire of the President. Code 
for shorter hours and better wages now in process 
of preparation and shortly to be offered for Presi- 
dential approval. In offering this pledge the leather 
industry desires to record with thankfulness the help 
of General Johnson and his aides, notably General 
Williams. The leather industry will do its part and 
welcomes its new partner.” 4 

A. H. Geuting, president of the National Shoe Re- 
tailers’ Association, issued a proclamation outlining 
the purposes of the code of fair practice which is 
being developed by the association and urging all re- 
tail shoe merchants to become members of local or 
regional associations or of the National Shoe Retail- 
ers’ Association. 

Information from Boston was to the effect that a 
prominent shoe workers’ organization is to demand 
a minimum wage of $18 a week without regard to 
location. 

A code, presumably specifying minimum wages 
and maximum hours, has been prepared by a group 
known as the Retail Shoe Salesmen’s Union of 
Greater Boston and will be submitted soon to em- 
ployers throughout the metropolitan district. The 
union has received a charter from the American Fed- 
eration of Labor and holds its meetings at the head- 
quarters of the Boston Central Labor Union at 987 
Washington Street. 

Officers of the union, who were installed at a re- 
cent meeting include the following: 

Frank Allen, president; William Bresnick, first 
vice-president ; Frank Goodman, second vice-presi- 
dent; John Crosby, recording secretary; Morris 
Golden, financial secretary ; Bernard Konowitz, treas- 
urer; Arthur Mees, advocate general ; George Mundy, 
sergeant-at-arms; Irving Feldman, guide; Richard 
Petterson, David Shane and Edward Adelson, 
trustees. 

A largely attended and enthusiastic meeting of 
leading shoe wholesalers of Boston and vicinity was 


-tion 





BLANKET CODE EFFECTIVE AUGUST 1 


Owing to the references to several dates in the an- 
nouncement from Washington regarding the NRA 
blanket code, some confusion has resulted as to whether 
the code is effective August 1 or September 1. Ernest 
A. Burrill, executive secretary of the Associated Shoe 
Manufacturers, Inc., with headquarters in Statler Build- 
ing, Boston, wired General Hugh S. Johnson at Wash- 
ington for information on this point. Gen. Johnson re- 
plied as follows: 

“President’s agreement takes effect August first. 
Restrictions on child labor take effect after August 
thirty-first.” 

















held at Hotel Essex, this city, Wednesday evening, 
July 26, under the auspices of the National Associa- 
of Shoe Wholesalers. This organization is 
making a nation-wide campaign to interest the whole- 
sale shoe trade in the National Industrial Recovery 
Act, and to induce it to unite on a Code that will be 
acceptable to the Washington Administration. Last 
week a questionnaire was sent from the Boston head- 
quarters of the Association to every wholesale shoe 
dealer in the United States, and replies in large num- 
bers are being received from different parts of the 
country. 

The Boston meeting was preceded by dinner, and 
was attended by more than half a hundred whole- 
salers, every one of them obviously interested in both 
the National Industrial Recovery Act and the supple- 
mentary Blanket Code. 

The meeting was in charge of Francis B. Master- 
son of the Hub Shoe Company, and seated at the head 
table with him were Stanley M. Lane of Lane Bros. 
Company and Herbert W. Brown of Jack Young 
Shoe Company, the other members of the dinner com- 
mittee. Thomas A. Delany, secretary-treasurer of the 
National Shoe Travelers’ Association, also was pres- 
ent as a special guest. 

The first speaker was Hugh D. Butler, district 
manager of the United States Bureau of Foreign and 
Domestic Commerce, Boston, who has lately been 
designated as the official supervisor for New Eng- 
land of the NIRA. 

Mr. Butler gave an illuminating explanation of both 
the Recovery Act and the Blanket Code as they affect 
the wholesale shoe trade, and at the conclusion of his 
talk answered a number of questions. 

[TURN TO PAGE 50, PLEASE] 
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The 


B Successful 


Buyer 


Must Be a 


Successful Seller 


By 
ERNEST J. SMITH 


Men's Shoe Buyer 


A successful shoe buyer 
must be 100 per cent salesman first. A buyer must 
know how to sell, in order to instruct his sales or- 
ganization. No buyer should demand of his sales 
organization what he can’t perform himself. 

Buyers now holding good jobs are primarily sales- 
men at heart and in practice. The well known past 
depression weeded out those fellows who were just 
holding buyers’ jobs, but who could not or would not 
sell. To get more shoes sold right every individual 
buyer must know how to sell his shoes and to fit them. 

Before this century taught us modern methods of 
retailing, the average shoe man, forced by current 
transportation and manufacturing methods, bought 
his season’s supply of shoes a full six months in 
advance. He hoped and prayed that the market would 
either remain the same or possibly rise so that he 
might realize a fair return from his effort. Should 
the market fall, he was just out of luck, for his losses 
consumed several years’ profit. 

Since the World War well-trained shoemen have 


John Wanamaker, New York 


learned to make a profit on a falling market. There 
has been quite a general trend of downward prices. 
Shoe merchants have learned by modern methods 
that a shoe business can be built with permanence 
and profit nearly as well on a dropping market as on 
one that is going up. 

Much can be said in favor of modern methods of 
distribution, shipping and manufacturing which have 
made shoe retailing more profitable than in the past. 

To build a business that will prove both permanent 
and profitable, three major factors stand out: 
1. Continual analysis 
2. A definite plan 
3. Genuine selling 
There is no such thing as being satisfied with any 
business that a store might do. We must continue to 
improve the service we render our customers so that 
more people will come to us in the first place and 
additional ones will come back to trade with us. Our 
service, therefore, must be continually expanding. 
To do this best it is necessary to continually analyze 
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each day, each month and each year, each individual 
transaction so that one will positively know the ever- 
changing desire on the part of the store’s trade. The 
buyer is therefore in a position to interpret his store’s 
service so that it will be able to always have some- 
thing better, something more useful or something 
more adaptable to his customer’s needs. 

Price appeal is past history now. Quality has now 
come in to take its place in the public acceptance. It 
is necessary to study all elements of quality so as to 
be able to visibly emphasize to the customer the self- 
evident qualities of the shoes. Quality must show 
itself on sight to convince the trade. It must prove 
itself in actual wear, too, else the customer is led to 
be distrustful of the brand of quality the store pro- 
motes. 

Certain elements, which one must continually ana- 
lyze to get a present picture of the result of one’s 
efforts, include the merchandise itself, the customer, 
salespeople and the physical aspect of the department 
or store. A buyer must definitely know how cus- 
tomers react to the appearance of each and every shoe 
on the shelves. Does the advertised feature of this 
number fill a definite demand of style, fit and service- 
ability? What attracted the customer to this shoe? 
Will the attraction be lasting or is it just a flash in 
the pan? These questions must all be intelligently 
answered. 

Customers may be grouped by ages or by indi- 
vidual taste. If the large proportion of a store’s 
clientele desires conservative merchandise, then only 
a comparatively few novelties will suffice. If the re- 
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The success of each and every shoe department 
or store in the next ten years is entirely de- 
pendent upon the amount of time and effort 
the executive head (buyer, manager, or pro- 
prietor, it makes no difference) spends in sell- 
ing his own merchandise and his own organi- 
zation on his own floor to his own salesmen 
and customers. 


verse is true, the greater proportion of the stock must 
be novelties. Some stores find a year round call for 
heavy leather lined shoes, some for high shoes and 
some for extremely light weights. A customer anal- 
ysis will reveal the information necessary to maintain 
a balanced stock in true proportion to customer de- 
mand. 

Analysis of salespeople and their efforts, their likes 
and dislikes, will aid a buyer in getting the best re- 
sults from them. Carried to its logical conclusion, the 
analysis will go a long way in developing in the sales- 
people a genuine effort to sell right, plus a sincere 
desire to please and an anxiety to produce satisfactory 
results. 

A study of the physical aspects of the department 
will reveal certain spots, fixtures or show cases, that 
will sell more merchandise than others. Some mer- 
chandise, customers absolutely insist on poring over 

[TURN TO PAGE 41, PLEASE] 


Wanamaker’s men’s shoe 
section, showing location 
of good selling shoe unit. 





“On one of our fixtures 
is kept a display of cur- 
rent styles of men’s shoes 
at $6.95, which is our 
medium price line. This 
display produces more 
actual sales than any 
other spot in our entire 
section. The fact that 
customers handle the 
merchandise, then sit 
down to be fitted, breaks 
down sales resistance to 
the very lowest mini- 
mum.” 
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== Shorter Work Hours 





By GEORGE E. GAYOU 


Associate Editor 


A smart oxford in either black or brown calf 
with wing tip. The toe is well perforated and 
punched, with pinking used extensively to add 
to the decoration. The last has had a wider 
acceptance in the South and Southwestern 
states than anticipated. For early Fall selling 
it is expected to be a very popular number. 





A straight tip oxford, combining black calf 
and suede. The shoe is also effective in a 
combination of brown. Little difference is 
expressed in choice of combinations, both 
running about equal in the demand. In cer- 
tain sections of the country the acceptance 
of this new style influence is expected to be 
pronounced. 





This all-over grey, bucko oxford is popular in 

the South and Southwest, but the demand is 

creeping Northward. It is believed the best 

selling months for this type are September, 

October and early November. The popularity 

of grey leather is reported as increasing in 
acceptance. 











BooT AND SHOE RECORDER 
combining THE SHOE RETAILER, August 5, 1933 


Provide More “Dress-Up” Time 


Industrial revival, increased wages, more "dress-up" opportun- 

ity together with shorter work hours are expected to stimulate 

demand for men's Fall shoes. Smart styles will prove an added 

incentive to replenish long neglected shoe wardrobes. Well 

planned style promotion offers an effective medium through 
which to increase Fall sales. 


The supreme effort of President Roosevelt 
and the united effort of an entire nation supporting 
the President’s NIRA program, which is designed to 
increase employment, leaves little doubt but that this 
movement will establish an increased demand for 
men’s shoes. 

Increased wages immediately broaden the buying 
power of all classes, but just as important is the sec- 
tion in the act that provides for maximum hours, 
giving more leisure time to workers and freedom for 
“dress-up” occasions. This will necessitate the buy- 
ing of more footwear. With time to go places, oppor- 
tunity for more recreational enjoyment and freedom, 
appearance and pride in dress will have a significant 
influence in stimulating an interest both in buying as 
well as style. 

It requires no false imagery to realize the potential 
demand that will exist for men’s shoes in the dress 
shoe field, as well as work shoes. A survey of con- 
ditions will reveal factual evidence that men during 
the past lean years have gone without their normal 
footwear demands. Emergency economies, unem- 
ployment and reduced incomes, have contributed 
largely to the falling off of the men’s shoe business. 
With employment showing a daily increase, indus- 
trial revival expanding and growing hourly, business 
gaining and confidence in many instances restored to 
a former level, money will again be available to men 
for buying badly needed footwear. 

Increased spending power for men’s footwear is 
much greater for the coming season than: expérienced 
during the past two or three years. 
sentation of the demand for new shoes will be stimu- 
lated through the “white collar” group, who have 
always displayed an unusual interest and pride in 
their personal appearance. Their eagerness for new 
shoes and other wearing apparel has not diminished 
during the period when they could not provide them- 
selves with the type and kinds of adornment and 
necessities to which they had educated themselves. 
Included in the NIRA are the “white collar” work- 
ers, and from this group merchants can anticipate a 


A large repre- 


keen interest in Fall shoes and fashion’s latest notes 
for the male gender. - 

This urge for new footwear, the desire for smart- 
ness and the “dress-up” instinct, will gratify itself 
when the process of stoutening pay envelopes is 
applied. This is already taking place in very definite 
form in many industries under the President’s blanket 
code proposal, which provides for minimum wages 
and maximum hours for all classes of workers not 
already operating under their own trade code. 

In men’s shoes the widespread fashion differences 
existing in women’s footwear are absent. There is, 
however, a constant insistence on the part of men 
for shoes that have some style element at variance 
from the shoes of the previous season. This change 
in style is not expected to be drastic nor revolution- 
ary, but sufficient change in the last, pattern or leather 
is generally acceptable and looked upon as a new 
style trend. 

There is nothing so convincing in predicting a 
style trend or change in acceptance of footwear than 
going back to first principles for your facts. So we 
submit the opinion of a large manufacturer of men’s 
popular priced shoes who bases his statements upon 
actual orders being placed by retail shoe merchants 
throughout the country. He believes that the trend 
in lasts will continue for narrower toes, and this 
influence will prevail for the coming season. Among 
important changes affecting the appearance of shoes 
for Fall will be elimination of much decoration. 

At the recent Boston Shoe Fair, one of the popular 
men’s models displayed was a plain toe, apron pat- 
tern, of heavy brown Scotch-grain, with a brown calf 
apron. They were shown with heavy crepe soles as 
well as leather soles. The leather soled type is be- 
lieved to be one of the outstanding selling shoes for 
Fall. Many oxfords were of special interest, being 
made in smooth calf, detailed with light stitchings. 

An unusual style note not to be considered for 
volume business was a shoe of grained leather with 
the flesh side out, the tip and fox being made with 
the grain side out. 
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The window display featuring advance Fall shoes should be as up-to-the-minute in style as the shoes themselves. Here we show a complete 
window setting, strictly new, original and modern. Construction suggestions are given in the accompanying article 


Windows for Early Fall 


Give Them The Glamour of Newness Plus 
The Appeal of Smart, Seasonable Styles 


le the last week of 
July, as this is written, shoes for the early Fall season 
are beginning to make their appearance in the win- 
dows of New York. Doubtless, they are also on dis- 
play in other important trade centers throughout the 
country, and ere many weeks have passed, practi- 
cally all shoe stores will be featuring Fall merchan- 
dise. The modern trend is to show the new season’s 
styles before waiting for the old season to end. And 
that is good merchandising for several reasons. 
First, it puts an end to clearance sales, which other- 
wise tend to drag through two weary and profitless 
months until early September. Or if it doesn’t quite 
end them, at least it gives a chance to interest the 
buying public in new things, for which it will be 
willing to pay a reasonable price. 
Second, it gives a stimulus to trade and profits, 
which is usually most welcome in mid-August. By 


that time, the novelty has been worn off Summer ap- 
parel and people are beginning to think in terms of 
early Autumn. Show them something seasonable and 
they are more likely to be interested. Show it 
smartly, effectively, and you have an excellent chance 
to sell. And, because the merchandise is new, it can 
command a better mark-up than Summer shoes at 
the tag end of the season. 

Windows featuring early Fall merchandise must 
have the glamour of newness and the smartness of a 
seasonable style appeal. Don’t simply drift into the 
Fall season. Launch your Fall promotion with some- 
thing a bit sensational in the way of newspaper and 
window publicity. Emphasize the attractive points 
of the new season’s merchandise that tend to make 
it desirable in the eyes of the people who are likely 
to buy. 

Style will be the natural and logical keynote for 
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Display blocks for Fall windows. Figure 1 shows a modernistic arrangement of blocks in very pleasing shapes. The shoes are displayed on 


the upper surfaces. 


Figure 2 is a similar arrangement of oblong blocks mounted on one with a square top. Figure 3 is a similar idea, using 


boards as shelves protruding from the blocks. Figures 4 and 5 are examples of platform arrangement. Accompanying article gives construc- 

tion details. These, you will notice, are totally different from the usual arrangement in step formation and will inject into your displays a 

strong note of up-to-date modern arrangement. With these to guide you it will be possible for you to work out other very pleasing new 
arrangements 


early Fall window promotions. The display man’s 
job is to create backgrounds, settings and trims which 
will focus attention on the fact that a new season is 
at hand and at the same time supply an environment 
in which the new merchandise can be shown to the 
best possible advantage. The so-called modernistic 
type of window, in our judgment, offers the best and 
most economical means of accomplishing this pur- 
pose. Therefore, we feature this week a suggestion 
for an advance Fall window along this line, together 
with some ideas for display stands which can be used 
to advantage in almost any window of modern design. 

The Century of Progress Exposition at Chicago, 
with its striking modernistic architecture, has offered 
an inspiration for many novel and attractive windows, 
and the Advance Fall Styles window shown at the 
beginning of this article reflects the World’s Fair in- 


fluence. It is comparatively easy and simple to con- 


struct. The upright rods at either end, holding the 
circular shelves, are curtain rods and the shelves can 
be cut from Douglas fir plywood one quarter-inch 
thick. The construction of the rest of the window is 
clearly indicated in the drawing and for material any 
make of wall board can be used. Because of the use 
of bright colors in the modern styled buildings at the 
World’s Fair, it may be wise to use strong colors in 
this setting, for example, bright blue on the back- 
ground surface and lemon yellow elsewhere. 
Window blocks, of the style shown in the second 
illustration, are now extremely popular for the dis- 
play of merchandise and are especially practical for 
shoe windows. These box-shaped fixtures can be 
constructed with very little difficulty from Douglas 
fir %4 plywood that can be bought from your lumber 


dealer for about 5c. a sq. ft. 
[TURN TO PAGE 56, PLEASE] 





22 


Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, August 5, 1933 


THE EDITOR'S OUTLOOK 


August 5, 1933 


Copyright, 1933, Boot and Shoe Recorder Publishing Company, New York 











Progress Under the Blanket Code 


a the most intensive drive 
for public opinion since the World War, the Presi- 
dent hopes, in 30 days, to not only break the back of 
the depression, but to force minimum wages, maxi- 
mum working hours, the reemployment of millions 
and the repurchasing power of the nation. 

Never, in your time, has there been such an action 
when the nation was at peace. To do this, it will be 
necessary to mold public opinion and to do it with 
speed and certainty. The Administration counts for 
the success of the movement on the attitude of em- 
ployers and businesses, large and small, prior to the 
deadline date—Aug. 31. It was William James who 
said, “Progress is a terrible thing,” and if upsetting 
the old economic applecart by a national mandate is 
the beginning of progress, then the deed is to be done 
in the next 30 days. Machinery is set for the job, 
and the way voluntary agreements are pouring into 
Washington is a pretty good token that collectively 
we want the blanket code to succeed. 

In a way, no industry will profit as much as shoes 
by the primary increase of purchasing power under 
the blanket code. Shoes are a necessity of every 
man, woman and child in America. The Fall and 
Winter season approaching makes that necessity of 
double importance. Shoes come out of the weekly 
wage envelope. “Few need to save up for a pair of 
shoes.” Shoes are bought, in a large measure, out of 
Saturday’s pay envelope. If it is true that six mil- 
lion more men will be put to work by Labor Day, 
then wage envelopes will be more in number on that 
date. We think it sound thinking to believe that shoes, 
as such, will come in for some of the “first money” of 
reemployment. ‘New shoes under the new deal” 
meets with the shoe trade’s approval. 

The blanket code is almost made obligatory. There- 
fore, the first thing to do is to sign it and accept it, then 
to display it and get enthusiasm for its high purpose— 
the restoration of the purchasing power of the common 
people. This week we see the beginning of the con- 
sumers’ crusade, which is truly a great emotional 


movement, almost evolutionary in its purpose. Social 
organizations are being enlisted to mold public opin- 
ion. Pressure is going to be put in back of this 
movement to sign the blanket code, so that every 
merchant everywhere will be almost compelled to dis- 
play the NRA Blue Eagle or to lose his trade. 

This fighting general, Johnson, is no amateur in 
the arts of moving the multitude. He organized and 
made effective the draft law, so that it went into action 
ten minutes after the law was signed by President 
Wilson. He is ready and in active charge of the 
force to mold public opinion. Because of the power 
given him by the President, he can virtually force the 
blanket code upon every retail establishment in 
America. So whether you like it or not; whether you 
are ready now or not, you are going to march in line 
with the movement to increase public purchasing 
power, so that unemployment will virtually cease this 
Winter. Never have we had such mass action so 
courageously presented. 


Lndividual codes for industries 
are slow to formulate to the point of presidential ac- 
ceptance. Up to this writing, less than one-half dozen 
have been put into action. At that rate, with thou- 
sands of codes to prepare, hear and accept, the period 
of the emergency law would be well over before all 
industry were brought into line, so the blanket code 
was a necessity. Sign it and get busy! 

The hope is that normal business will be restored. 
We are looking at 1926 as a normal level of business. 
That year, with a total population of 116,254,000, the 
shoe production was 324,423,000 and the estimated 
consumption 320,083,000, so as a nation we con- 
sumed, per capita, 2.75 pairs of shoes. In 1932, with 
125,894,000 people, the total shoe production was 
300,000,000, with an. estimated consumption of 307,- 
000,000 pairs of shoes. This reduced consumption 
per capita brought about the sale of 2.44 pairs of 

[TURN TO PAGE 40, PLEASE] 
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What every merehant should Know 
















@ If all the members of the families regularly 
reading The American Weekly were to line up one 
foot apart at YOUR store—that line would reach 
two and one-half times across the continent. 
That’s twice as many families as any other 
magazine reaches—twice as many customers for 
the retail trade. It pays to get behind merchan- 
dise advertised in The American Weekly. & an 
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The American Weekly—what it is 


@ The American Weekly is the largest magazine in the world. It is distributed 
through 17 great Sunday Newspapers. In 529 of America’s 995 towns and cities of 
10,000 population and over, The American Weekly concentrates 68% of its 
circulation. 







In each of 93 cities, it reaches one out of every two families 
In 110 more cities, 40 to 50% of the families 

In an additional 157 cities, 30 to 40% 

In another 169 cities, 20 to 30% 


... and, in addition, more than 1,680,000 families in thousands of other commu- 
nities, large and small, regularly buy and read The American Weekly. 










TH ENN ERICAN 


“The National Magazine with Local Influence” 
Main Office: 959 Eighth Avenue, New York City 


Branch Offices: Patmouive Bupc., Cuicaco . . . 5 WintHrop Square, Boston . . . 753 Bonnte Braz, Los ANGELES . . . 222 Monapnock Bupc., SAN Francisco 
11-250 Gengrat Motors Bipc., Detroit . . . 1138 Hanna Bupc., Creveranp . . .. 101 Marietta St., ATLANTA . . . INTERNATIONAL Bipc., St. Louis 
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Window Display Adapted from RECORDER Idea 


Ideal High and Always Before Us 


a RECORDER was recommended to me 


~~ 


in the early part of the first year of our 24 
years of operations and had been read fully 
ever since—I find as much inspiration NOW 
in its articles and ideas written and pictured 


as | gathered in knowledge and information in 


my first formative years from its pages. 


Selling more shoes and selling them RIGHT 
has been the ideal to which | have striven and 
the BOOT and SHOE RECORDER has had 
much to do in keeping that ideal high and 
always before us. One of the practical pur- 
poses to which we put the Recorder is special 
window backgrounds, such as shown in your 
issue of May 13 "Selling Coolness and Foot 


Comfort in Summertime" on pages 14 and 5. 


The photograph of our window with its "15 
Degrees Cooler Inside" background repro- 
duced from the illustration in this article is the 
result—to which is coupled newspaper adver- 
tisement "Summer Shoes are 15 Degrees 
Cooler" which can be seen in the center of 
photo. A similar window background idea for 
National Sports Shoe Week for both—men's 
window and women's window background was 
taken from a previous issue—these and other 
merchandising promotional ideas we have 


gathered from the pages of the RECORDER. 


This executive group of ours, with one ex- 
ception, have been with us for the past nine 
to 18 years—each starting practically at the 
bottom and have during those years been 
almost constant readers of the RECORDER— 
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Selling Them RIGHT! 


a copy being passed out for individual read- | am mentioning this to show that we con- 
ing in the early mornings or after store hours. stantly endeavor to place our salesforce in a 
position to increase their foot and shoe know- 


Gerald McMahon, pictured at extreme right ledge, both in and out of the store, and their 
end of group, who has shown remarkable prog- regular reading of the RECORDER has had 
ress in both selling and scientific fitting. much to do with their desire to advance. 


Jas. F. Condon & Sons 


Charleston, S. C. 


W dither Ohh 


General Manager Shoe Store and assistant treasurer of company. 


The exception in length of service being 


ttl HE,+ 3 


BUYING AND EXECUTIVE STAFF OF SHOE STORE OF JAS. F. CONDON & SONS 


H. W. Bagger W. Irving Cormier Matthew A. Condon John A. Bishop Gerald F. McMahon 
Basement Buyer Buyer and General Manager Buyer Women’s Asst. Buyer of 
Specialist Foot Shoe Store and Shoes Men’s and Boys’ 
Comfort Appliances Assistant Treasurer Shoes 
and Hosiery Corporation Mrs. M.S. Hardwicke 
Mae A. LaFourcade Sener Semeathe 
Office Manager Shoes 
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CODE OF FAIR COMPETITION 


For the Boot and Shoe Manufacturing Industry 
by the 


Board of Directors of The National Boot and Shoe Manufacturers’ Association 


Article |—Purposes 

Section 1.—To cooperate with the 
President of the United States in effec- 
tuating the policy of Title I of the Na- 
tional Industrial Recovery Act, the fol- 
lowing provisions are submitted as a 
code of Fair Competition for the In- 
dustry. 

Section 2.—This Code is not designed 
to promote or permit monopolies, or 
monopolistic practices, eliminate or op- 
press small enterprises, or operate to 
discriminate against them, and shall 
tend to effectuate the policy of the Na- 
tional Industrial Recovery Act. 


Article 1|—Administration 


Section 1—The National Boot and 
Shoe Manufacturers’ Association, or- 
ganized in 1905, incorporated in 1922 
under the laws of the State of New 
York, and truly representative of the 
Industry, shall be the Cooperative Body 
for said industry to assist in establish- 
ing regulations and administering this 
Code, subject to the approval and with 
the cooperation of the President of the 
United States, and such agencies as he 
may establish. 

Section 2.—The National Boot and 
Shoe Manufacturers’ Association im- 
poses no inequitable restrictions on ad- 
mission to membership therein. 


Article 111—Conditions 


Section 1.—That employees shall 
have the right to organize and bargain 
collectively through representatives of 
their own choosing, and shall be free 
from the interference, restraint, or co- 
ercion of employers of labor, or their 
agents, in the designation of such repre- 
sentatives or in self-organization or in 
other concerted activities for the pur- 
pose of collective bargaining or other 
mutual aid or protection. 

Section 2.—That no employee and no 
one seeking employment shall be re- 
quired as a condition of employment to 
join any company union or to refrain 
from joining, organizing or assisting a 
labor organization of his own choosing. 

Section 3.—That employers shall com- 
ply with the maximum hours of labor, 
minimum rates of pay, and other con- 
ditions of employment, approved or pre- 
scribed by the President of the United 
States. 

Section 4.—The foregoing para- 





graphs of this article shall not impair 
the constitutional rights of the em- 
ployee and employer to bargain indi- 
vidually or collectively as may be 
mutually satisfactory to them, or to 
operate an open shop. 

Section 5.—Nothing in this Code shall 
be construed to require an employer to 
negotiate with a representative of em- 
ployees who is not truly representative 
of the whole body of said employees. 


Article 1¥V—Hours and Rates of Pay 


Section 1—The maximum hours of 
labor, excepting outside salesmen, 
watchmen, repairmen, engineers, fire- 
men, cleaners, shipping, office and su- 
pervisory staffs, shall be 1040 hr. per 
six months’ period on the basis of 40 hr. 
per week, the first period to begin on 
the effective date of this Code; provided 
that during seasonal peaks of demand, 
labor may be employed not to exceed 
48 hr. per week in not more than eight 
weeks of any six months’ period. In case 
of accident or emergency, or to avoid 
shortage of work or interruption of em- 
ployment to the bulk of employees, labor 
may be employed on special processes 
for a greater number of hours if less 
than 5 per cent of the total number of 
employees is involved. 

Section 2.—Minimum wages of labor 
shall be on an hourly basis at the fol- 
lowing rates per week of 40 hr., and 
time employed shall be computed on this 
basis: 

In municipalities of population at 
latest Federal Census of 250,000 and 
more, females $13, and males $15. 

In municipalities of population of 
more than 10,000 and under 250,000, 
females $12.50, and males $14.50. 

In municipalities of population of 
10,000 and under, females $12, and 
males $14. 

Provided, however, that for appren- 
tices of two months or less, the mini- 
mum rates of pay may be 20 per cent 
less than the foregoing rates; and that 
employers and employees may make 
mutually satisfactory wage agreements 
covering the employment of the infirm, 
partially disabled, or physically handi- 
capped employees, if such employees do 
not constitute more than 5 per cent of 
the total number of employees. 

Section 3.—The foregoing minimum 
wage rates are not a discrimination by 





reason of sex; but because of difference 
in the work in the Industry. When wom. 
en do the same kind and amount of 
work, they shall receive the same rates 
of wages. 

Section 4.—Wherever wage is paii on 
piece work basis, the amount to be paid 
to employee for such work on an hourly 
basis shall be not less than at the rate 
of the minimum weekly rates for 4) hr. 
provided in Section 2 of this artic’. 


Section 5.—Employers in the In- 
dustry shall not knowingly employ 
any minor under the age of 16 ycars. 


Article V—Reports and Keeping of Accounts 


Section 1.—The Cooperative [ody 
for the Industry is authorized to re- 
quire manufacturers to submit suc}: re- 
ports as it shall consider necessary to 
effectuate and safeguard this Code; and 
shall make such reports, and keep such 
accounts, as the President of the United 
States in his discretion deems neces- 
sary, as provided in the National In- 
dustrial Recovery Act. Failure on the 
part of any manufacturer in the In- 
dustry promptly to supply such infor- 
mation as required under this article 
shall be in violation of this code. 

Section 2.—The Cooperative Body is 
authorized to investigate and inform 
the Administrator on behalf of the In- 
dustry regarding importation of com- 
petitive articles into the United States 
and to act as an agency for making re- 
ports to the President on behalf of the 
Industry, under the provisions of the 
National Industrial Recovery Act. 


Article VI—Charges and Collections of Funds 


For the purpose of administering this 
code, the Cooperative Body for the In- 
dustry is authorized to charge and col- 
lect from each manufacturer in the In- 
dustry in the United States one hun- 
dredth of one per cent (.0001) of the 
gross sales of such manufacturer for 
the calendar year 1982, or for his fiscal 
year ending in 1932; provided, however, 
that no such amount shall be less than 
$50, and during the operation of this 
Code, to make such further charge: or 
reductions as may be found necess:iry. 

Failure on the part of any manu ‘ac- 
turer in the Industry to pay the amount 
of any such charge for a period oi 30 

[TURN TO PAGE 28, PLEASE] 
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POPULAR 
PRICED 
BOOTS 
THAT 
REALLY 
FIT 
THE 
FEET 


One to twelve day serv- 
ice assured, depending 
upon size of order. 


Fast Distributing 
Points: 


Washington Shoe Co. 
163 Jackson St. 
Seattle, Wash. 


Northwest Pacific Coast 


Stewart-Dawes Shoe Co. 
214 E. 8th St. 
Los Angeles, Cal. 


Middle Pacific Coast 


Dunham Bros. Co. 
Brattleboro, Vt. 


New England States 
Eastern N. Y. and 
New York City 


MARION 
SHOE CO. 


MARION 
INDIANA 























“THE RANGER” “THE FORESTER” 
(Tip Toe) (Tip Toe) 
Brown Style Brown Rain- 

560 
Black Sty Style 


— & we 
Widths C-D Widths. ¢- b 


“THE outer’. (Plain Toe) 
Brown suse No. 565 


Black S $Yie No. 665 
Sizes 6- Widths ©-D 


LADIES’ RIDING BOOTS 
4.50 


Brown Style No. 530 
Black Style No. 630 





$5.35 
Brown Style No. ues 
Black Style No. 
Sizes 2'2-9, Widths *AA- c 


FIELD BOOTS 
MEN’S 


Brown Style No. 535 
Black Style No. 635 


Sizes 5-11, Widths A-D 

















“THE CAMPER” 
(Ladies’ Boot) 


$4.15 


Brown Style No. 572 
Black Style No. 672 


Sizes 2'/2-8/2, Widths A-D 


JUNIORS’ RIDING BOOTS 


$4.25 


Brown Style No. 500 
Black Style No. 600 
Sizes 11-6, Widths B-D 


FIELD BOOTS 
oyYs’ 
Sizes 11 WS FaTS- «+ 


Black Style N 


Blonde Style No. 505 


MEN’S RIDING BOOTS 
$4.50 
Brown Style No. 525 
Black Style No. 625 





$5.85 
Brown Style No. 165 
Black Style No. 265 


Sizes 5-11, Widths A-D 


BOYS’ RODEO BOOTS 
$2.45 


Brown & Black Style No. 933 
Cork & Brown Style No. 934 
Grey & Black Style No. 935 


Sizes 11-6, Widths B-D 


en BOYS BOOTS 
Sizes 13%2.. 


Blonde Style No. $06 
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Code of Fair Competition 


[CONTINUED FROM PAGE 26] 


days after the date payable shall con- 
stitute a violation of this Code. 


Article Vil—Trade Regulations 


Section 1.—Misbranding and Mis- 
leading advertising: 

a. Misbranding of products, includ- 
ing use of names of manufacturers, 
wholesalers or retailers in or on prod- 
ucts or cartons not made by them or 
for them is unfair and in violation 
of this Code. 

b. Advertising of such character as 
to mislead with respect to value, qual- 
ity, manufacturer, or construction of 
products is unfair, and in violation of 
this Code. 

c. The imitation, simulation, or use 
of trade marks, slogans or other 
marks of identification having ten- 
dency and capacity to mislead or de- 
ceive purchasers is unfair and in 
violation of this Code. 

d. Contributions by manufacturers 
of all or part of the cost of custom- 
ers’ advertising, where the manufac- 
turer’s name or trade-mark does not 
appear in such advertising, is in 
violation of this Code. 

Section 2.—Selling Below Cost, and 
Cost Accounting. The practice of sell- 
ing below cost is detrimental to the In- 
dustry; and each manufacturer shall 
submit upon request a statement from 
a certified public accountant recognized 
by the Cooperative Body for the Indus- 
try as qualified, to the effect that such 
manufacturer has a proper cost ac- 
counting system; which statement, how- 
ever, may not be accepted as final by 
the Cooperative Body, either as to Cost 
Accounting or as to Selling Below Cost. 

Section 3.—Maximum Trade Terms 
for Domestic Business: 

a. Selling wholesalers, department 
stores, retailers, and others in the 
trade, on a net basis or with cash 
discounts is permissible, but in no 
case shall a discount in excess of 5 
per cent be allowed for payment of 
bills within 30 days, 15 days addi- 
tional to be allowed West of the 
Rocky Mountains. 

b. At the expiration of 30 days, no 
cash discounts shall be allowed. 

c. Such terms shall not be sub- 
verted or evaded directly or indi- 
rectly through allowances, trade dis- 
counts, or rebates of any kind. 
Section 4.—Special Cartons. Special 

cartons or labels costing more than 
those regularly supplied by the man- 
ufacturer shall be charged for in the 
amount of such excess cost. 

Section 5.—Unjustifiable Returns, 
Excessive Claims and Unfair Cancel- 
lations. The methods of cooperatively 
exchanging information regarding such 
practices through the National Boot and 
Shoe Manufacturers’ Association is ap- 
proved and membership in said Asso- 





ciation is recommended to all manufac- 
turers in the Industry. 


Article ViII—Changes and Modifications 


This Code, or any of its provisions, 
is subject to change and modification 
by the Board of Directors of the Co- 
operative Body and may be amplified 
by the addition of other provisions, 
with the approval of the President of 
the United States; and the President of 
the United States may from time to 
time cancel or modify any order, ap- 
proval, license, rules or regulation, is- 
sued hereunder or under the National 
Industrial Recovery Act. 


Article 1X—Date Effective 


This Code shall be and become effec- 
tive immediately upon the expiration 
of 10 days after approval by the Pres- 
ident of the United States; and shall 
terminate upon termination of Title 1 
of the National Industrial Recovery 
Act. Such termination, however, shall 
not affect obligation and liability for 
payment of any charges levied under 
this Code as provided in Article VI. 


Article X—Separability Clause 


If any provision of this Code or its 
application is held invalid, or unen- 
forceable, the remaining provisions of 
the Code and their application shall not 
be affected thereby. 


Empire State Merchants 
Plan Convention Program 


ALBANY, N. Y.—It is the belief of 
the local shoemen as well as the officers 
and directors of the New York State 
Shoe Retailers Association that the an- 
nual convention on Monday and Tues- 
day, September 11 and 12, will be the 
largest attended in the history of this 
body. This will be the fifteenth annual 
convention, the first having been held 
at Rochester, where the association was 
formed, in 1919. Chairman John Slater 
of the board of directors and a large 
delegation of shoe merchants, salesmen 
and manufacturers from New York 
have already made reservations at the 
Ten-Eyck Hotel, where the sessions 
will be held. 

T. Arthur Cohen, 480 Broadway, Al- 
bany, is chairman of the convention 
committee, with former President Jesse 
L. Patton, of Patton & Hall, Schenec- 
tady, vice-chairman. The Capital Dis- 
trict Shoe Retailers Association is look- 
ing after the many details in connec- 
tion with the coming meeting. 

It is announced that the annual 
meeting of the board of directors will 
be held at the Ten-Eyck Sunday eve- 
ning, Sept. 10, at 6.80 p. m. The shoe 
salesmen will occupy their rooms that 





same evening and early arrivals yjjj 
have the opportunity to look over the 
new samples. Already nearly one hun. 
dred salesmen, most of whom are aggpo. 
ciate members of the association, haye 
made room reservations. No coopera. 
tive fee is charged the salesmen, and 
in addition to this courtesy, both Mon. 
day and Tuesday mornings are given 
over to the salesmen, no sessions being 
held either morning. 

The annual banquet will be held Mon. 
day evening in the grand ballroom, 
with President Henry Merton Smith, 
of Penn Yan, presiding. After dinner, 
he will introduce as toastmaster Ar. 
thur D. Anderson, editor of Boor anp 
SHOE RECORDER, whose choice for that 
post had the unanimous vote of the 
directors and convention committee, 

The principal speakers of the eve. 
ning willbe “Senator? Edward H. Ford, 
humorist, who will present the present 
business situation from the standpoint 
of the average man not engaged in 
business; James H. Stone, manager of 
the National Shoe Retailers Associa- 
tion, will follow Mr. Ford and will dis- 
cuss the serious side of shoedom, in- 
cluding his observations of the work- 
ings of the President’s “blanket code,” 
which at that time will have been in 
operation nearly six weeks. A small 
registration fee will admit everyone to 
the banquet, also to the “good will” 
luncheons on Monday and Tuesday. 

At 11.45 a. m. Monday, retailers, 
salesmen and manufacturers and their 
guests and ladies will sit down at 
luncheon. Immediately following will 
be a brief business session, to be fol- 
lowed by a “Business Clinic,” under the 
supervision of ex-president Patton. 
The proposed “Podiatry Bill,” intro- 
duced in the last session of the New 
York State Legislature, but which 
was not reached, will be discussed, with 
ex-president William Pidgeon leading. 
It is claimed that if this bill should be- 
come a law, no New York State shoe 
merchant would be permitted to recom- 
mend any special type of shoe or ap- 
pliance, unless he is a registered podia- 
trist. “Danger Ahead!” is the subject 
of this topic. 

Dr. C. L. Littauer, of New York, 
will join in this talk with a ten-minute 
talk of “Foot Therapy.” The proposi- 
tion to increase the New York State 
sales tax from 1 to 2 per cent will be 
a subject of open discussion, and Miss 
Madge Dallas will talk on “Fashion in 
Shoes—Its Pitfalls and Its Advan- 
tages.” The rubber and tennis goods 
question, also other vital topics, will be 
discussed. 

After the Tuesday noon luncheon, 
the afternoon will be given to the dis- 
cussion of the National Business Re- 
covery Act, with either Gen. Johnson 
or a member of his staff present to an- 
swer questions and explain what Presi- 
dent Roosevelt expects. Ex-president 
William Pidgeon will be in charge of 
this clinic. Later officers for 1934 will 
be chosen. Where the convention will 
go in 1934 the directors will decide. 
Already several invitations have been 
received. 
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"The comfort, durability, and smart appearance 
of footwear, whether for sport or dress, depend 


largely upon the quality of the hidden parts of the 
shoe... The fusing qualities of Celastic insure a 
smooth, comfortable toe, free from wrinkles. The 
smart lines of the last are faithfully reproduced 
and maintained in the toe of the finished shoe. 
Celastic Box Toes are now universally used by 


manufacturers in all price fields. 


UNITED SHOE MACHINERY CORPORATION 


Boston, Massachusetts 


@ 


THE QUALITY BOX TOE 
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Proposed Code for the Slipper Industry 
As Submitted to Washington by 
The National Association of Slipper Manufacturers, Inc. 


To effectuate the policy of Title 1 
of the National Industrial Recovery 
Act, during the period of the emer- 
gency, by reducing and relieving un- 
employment, improving the standards 
of labor, eliminating competitive prac- 
tices destructive of the interests of the 
public, employees and employers, re- 
lieving the disastrous effects of over- 
capacity and otherwise to improve the 
conditions of the slipper manufactur- 
ing industry, the following provisions 
are established as a code of fair com- 
petition for the slipper manufacturing 
industry: 


1. Definitions 


The term “slipper industry” as used 
herein is defined to mean all branches 
of the industry manufacturing slippers 
for house, beach or leisure wear, hav- 
ing uppers either of leather, imitation 
leather, or of a fabric such as silk, 
rayon, cotton, wool, felt or other re- 
lated fabric, and which uppers are 
stitched, cemented or nailed to a sole 
made either of rubber, leather or imi- 
tation leather and manufactured under 
the “soft sole” system, Goodyear Turn, 
straight needle turn, McKay, Dudley, 
Compo, Littleway compo or any other 
related systems of sole attaching. 

The term “employers” as used here- 
in shall mean all persons who employ 
labor in the conduct of any branch of 
the slipper industry as defined herein. 

The term “employees” as used herein 
shall mean any persons employed in 
the conduct of any branch of the slip- 
per industry as defined herein. 

The term “person” as used herein 
shall mean and include natural per- 
sons, partnerships, associations and 
corporations. 

The term “effective date” as used 
herein shall mean the second Monday 
after this Code shall have been ap- 
proved by the President. 


2. Minimum Wage 


On and after the effective date the 
wages that shall be paid by any em- 
ployer to any male employee shall be 
at a rate of not less than 35c. per hour, 
or if on a week to week basis, then at 
a rate of not less than $14.00 per 
week; the wages payable to any fe- 
male employee shall be at a rate of not 
less than 27%c. per hour, or if on a 
week to week basis, then at a rate of 
not less than $11.00 per week. 

It. is intended that the provision for 
minimum wages in this code estab- 
lishes a guaranteed minimum rate of 
pay per hour of employment regardless 
of whether the employee’s compensa- 
tion is based on a time rate or upon 
a piece-work rate, it being understood 
that employers now operating their 





factories on a piece-work basis need 
not change to a rate of pay per hour. 
The slipper industry recognizes that 
certain operations are classified as 
skilled and certain operations as semi- 
skilled and that the foregoing minimum 
wage has no reference to such classes 
for which higher wages shall be paid. 


3. Hours of Labor 


On and after the effective date, no 
employer in the slipper industry ‘shall 
employ any employee in excess of 40 
hours per week; nor more than 5 days 
in any one week; nor more than 8 
hours in one day. This provision, how- 
ever, shall not apply to either repair 
shop crews, watching or outside crews, 
or to engineers, electricians, firemen, 
office, sales, shipping and supervisory 
staffs. 


4. Hours of Operation of Machinery 


On and after the effective date, no 
employer shall operate his plant, or 
any part of same, for more than 40 
hours per week. 


5. Employment of Minors 


On and after the effective date em- 
ployers shall not employ any person 
under the age of 16 years. 


6. Duties of Employer 


Employers shall comply with the re- 
quirements of the National Industrial 
Recovery Act as follows: 


1. That employees shall have the 
right to organize and bargain collec- 
tively through representatives of their 
own choosing, and shall be free from 
the interference, restraint or coercion 
of employers of labor, or their agents, 
in the designation of such representa- 
tives or in self-organization or in other 
concerted activities for the purpose of 
collective bargaining or other mutual 
aid or protection. 

2. That no employee and no one 
seeking employment shall be required 
as a condition of employment to join 
any company union or to refrain from 
joining, organizing or assisting a labor 
organization of his own choosing; and 

3. That employers shall comply with 
the maximum hours of labor, minimum 
rates of pay, and other conditions of 
employment, approved or prescribed by 
the President. 


7. Administration of the Code 


To effectuate the policy of the Na- 
tional Industrial Recovery Act, the 
National Association of Slipper Manu- 
facturers, Inc., the applicant herein, or 
its successor, is hereby established to 
cooperate with the Administration as 


+ turers, Inc. 





a planning and fair practice agency 
for the slipper industry to which asso- 
ciation each person engaged in the said 
industry shall furnish such duly cer- 
tified reports in such form and evn- 
taining such information as may be 
hereafter required by the said Na- 
tional Association of Slipper Manuf::c- 
Any employer may pir- 
ticipate in this code or in any revision 
or additions thereto and receive tiie 
benefits thereof by accepting the prw)- 
er pro rata share of the cost and 1»- 
sponsibility of creating and administ«r- 
ing it, either by becoming a member of 
the said National Association of Sli)- 
per Manufacturers, Inc., or paying io 
it an amount equal to the dues from 
time to time provided to be paid by a 
member in like situation of said Na- 
tional Association of Slipper Manu- 
facturers, Inc. 


8. Fair Practice Provision 


(a) No manufacturer shall ship or 
send any merchandise, directly or indi- 
rectly, to any customer or prospective 
purchaser, -on consignment or memo- 
randum. 

(b) Payments made, directly or in- 
directly, in any guise or form by any 
manufacturer for cusomers’ advertise- 
ments or any part thereof is deemed 
an unfair practice and shall not be in- 
dulged in. 

(c) Trade Terms. Trade terms 
shall not exceed 5 per cent—30 days 
for sales on credit and no extra dat- 
ings shall be granted. No rebates, nor 
any credits or allowances given, (li- 
rectly or indirectly, for the purpose of 
violating or evading trade terms shall 
be permitted. 

(d) All goods shall be sold F.O.B. 
manufacturer’s town, or city from 
which manufacturer’s goods are 
shipped, or nearest shipping point if 
none available in manufacturer’s |o- 
cality. 

(e) In determining costs a minimum 
charge of 15 per cent of the cost of 
material and labor shall be added for 
overhead on each and every item manu- 
factured. 

(f) No manufacturer in the regu- 
lar course of business shall sell any 
merchandise below cost. as herein <e- 
termined. 

(g) No manufacturer shall mis: 
resent or misbrand any merchand's 
with reference to style, color, design 
or quality. 

(h) Every manufacturer partici- 
pating in this code is to keep a wni- 
form system of cost accounting to be 
provided for by the National Assvci- 

[TURN TO PAGE 82, PLEASE] 
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One of tue Most 
Complete iN AMERICA 


In Weatherbird Shoes the retailer is offered one 
of the most outstanding of Juvenile lines .. . 
shoes of quality . . . perfect fit and proper style 
... Shoes that will increase his volume in a 
profitable way. 


That’s why so many of the largest and finest 
shoe and department stores in the country are 
finding them a most satisfactory line to feature. 


“Weatherbirds” are backed up by one of the 
strongest and most effective sales promotion 
ideas ever used in advertising children’s shoes. 
Investigate this “Weatherbird” plan—complete 
details sent on request without obligation. 


H 


BRANCH OF 


SAINT 


S 


YW 
9 YW 


Lout!SsS 


‘ 


MISSOURI 
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Charles H. Alden Dies 


Boston — Charles H. Alden, presi- 
dent of the C. H. Alden Company, of 
Abington, Mass., died July 27, in his 
home at 97 Longwood Avenue, Brook- 
line, Mass., where funeral services 
were held Sunday, July 30, followed 
by interment at North Middleboro, 
Mass., Mr. Alden’s birthplace. 

Mr. Alden was born November 29, 
1855, and was the son of James Mon- 
roe Alden and Mary Clark (Brooks) 
Alden. Charles H. Alden worked as 
a boy at the E. E. Perkins & Sons fac- 
tory in North Middleboro, Mass. In 
those days the shoe parts were cut, 
fitted and assembled in the Perkins 
“factory” and then young Charles 
Alden would take the Perkins horse 


CHARLES H. ALDEN 


and carriage, and deliver such parts as 
the shoemakers in the different sec- 
tions were not able to take with them 
when they called at the factory. After 
the various making operations, the shoe 
parts were brought back to the fac- 
tory and it remained to finish the bot- 
tom, heel edges and uppers, and the 
shoe was complete. 

In 1886 Mr. Alden went into busi- 
ness for himself, making men’s goat 
and calf brogans, under the name of 
Alden & Pratt. The firm soon after 
commenced the manufacture of boys’ 
shoes, and gradually built up a name 
for themselves as makers of fine foot- 
wear, 

As early as 1890 the name of the 
Alden & Pratt concern was changed 
to C. H. Alden Company, and so it 
has continued. Since the war, John 
H. Alden, son of Charles H. Alden, and 
representing the ninth generation of 
Aldens in America, has been active in 
his father’s shoe manufacturing busi- 
ness and will continue to conduct the 
business. 

Early Mr. Alden set for himself an 
ideal of quality from which he never 





deviated during his business career 
and which ideal was shared by a loyal 
organization of executives and em- 
ployees, many of whom had been with 
him for from 385 to 45 years. Mr. 
Alden is survived by his widow, Mrs. 
Helen H. Alden, and by one son, John 
Herbert Alden. 

The trade honors a great shoemaker 
—one who lived and loved his craft to 
the end that the product might stand 
true to its maker, respected by its dis- 
tributor and appreciated by the 
wearer. He was one of the great shoe 
men of our times. 


Shoe Business Continues Increase 


BALTIMORE, Mp., July 15—A survey 
made by the Baltimore Association of 
Commerce shows that there is a con- 
tinued increase in the shoe industry of 
the city with some new employment 
and some difficulty in getting material. 


Proposed Code for Slipper 
Industry 


[CONTINUED FROM PAGE 30] 


ation of Slipper Manufacturers, Inc., 
and shall submit to the proper repre- 
sentatives of the said National Asso- 
ciation of Slipper Manufacturers, Inc., 
the following information: 

The cost of materials, labor, over- 
head, selling expenses, mark-up and 
any other data or information which 
may hereafter be required by the said 
association through its authorized rep- 
resentatives, in order to effectuate the 
purposes of this code. 

This code is intended to be a basic 
code; and study of the trade practices 
of the slipper industry will be con- 
tinued by the Board of Directors of the 
National Association of Slipper Manu- 
facturers, Inc., with the intention of 
submitting from time to time additions 
to this code applicable to all employers 
in the industry. 


9. Cancellations, Modifications and 
Additions to Code 


This code and all the provisions 
thereof are expressly made subject to 
the right of the President, in accord- 
ance with Section 10 (b) of Title 1 of 
the National Industrial Recovery Act, 
from time .to time to cancel or modify 
any order, approval, license, rule or 
regulation issued under Title 1 of said 
Act. 

Such of the provisions of this code 
as are not required to be included 
therein by the National Industrial Re- 
covery Act may, with the approval of 
the President, be modified or elimi- 
nated in such manner as may be in- 
dicated by the needs of the public, by 
changes in circumstances or by experi- 
ence. 

All the provisions of this code, un- 
less so modified or eliminated, shall re- 





main in effect until the expiration date 
of Title 1 of the National Industria] 
Recovery Act. 

In order to enable the industry to 
conduct its operations subject to the 
provisions of this code, to establish fair 
trade practices within the industry and 
with those dealing with the industry, 
and otherwise to effectuate the pur. 
poses of Title 1 of the National Indus. 
trial Recovery Act, supplementary pro. 
visions of this code or additional codes 
may be submitted from time to time 
for approval of the President. 


10. Partial Invalidity 


If any provision of this code is de- 
clared invalid or unenforceable, the 
remaining provisions thereof shall 
nevertheless continue in full force and 
effect in the same manner as if they 
had been separately presented for ap- 
proval and approved by the President, 


RESPECTFULLY SUBMITTED, 
NATIONAL ASSOCIATION oF 
SLIPPER MANUFACTURERS, 

INC. 


By Leo GoopKINp, 
President. 


By Leo F. PRAEGER, 
Secretary. 


TACHNA & PINKUSSOHN, 
Attorneys for National Association 
of Slipper Manufacturers, Inc., 
110 William Street, 

New York City. 


Slipper Manufacturers 
Form Association 


ALBANY, N. Y.—The Nationa] Asso- 
ciation of Slipper Manufacturers, Inc., 
New York City, has been chartered by 
the Secretary of State as a member- 
ship corporation without capital stock. 
Among the objects stated in its certifi- 
cate of incorporation are: 

“To effectuate the policy of the Na- 
tional Industrial Recovery Act by re- 
ducing and relieving unemployment; 
improving standards; eliminating com- 
petitive practices destructive of the in- 
terests of the public, employees and em- 
ployers; relieving the disastrous effects 
of overproduction; establishing a code 
of fair practice and competition; and 
otherwise generally improving the con- 
dition of the slipper industry.” 

Dominick J. Calderazzo, 1245 84th 
Street, Brooklyn; Louis Goldstein, 225 
Linden Boulevard, Brooklyn; Reuben 
Greenblatt, 3101 Bedford Avenue, 
Brooklyn; Louis Weisner, 150-47 87th 
Avenue, Jamaica; Kernan Wilhelm, 
Hotel Beacon, New York City; Israel 
Berman, 35 Margaret Avenue, Law- 
rence; Leo Goodkind, 115 Harold Road, 
Woodmere; Philip E. Blum, Dansville; 
Leo F. Praeger, 373 Woodmere Boule- 
vard, Woodmere, are the incorporators. 

Tachna & Pinkussohn, 110 William 
Street, New York City, are attorneys 
for the new association. 





AND SHOE RECORDER 
combining THE SHOE RETAILER, August 5, 1933 


-* 


Gael 
Number 03 


(Brown Taupe) 





Women like to match their shoes to their 
costumes, and this habit of mind should be 
encouraged, because it makes for extra busi- 
ness. There is an opportunity this fall to tie 
in with the taupe shades, midway between 
grey and brown, that form a brand new and 
very successful color range in ready-to-wear, 
by promoting the saat color especially styled 


to harmonize with this range. 


Pes h ee 





DESIGNED BY ASSOCIATED STYLISTS 


This T strap of Eel No. 63 piped with grey silk 
kid is smart with 


Coats of taupe materials, 
Coats trimmed with taupe fur, 
Afternoon dresses of taupe velvet or satin 
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‘Dressed Up Tone Pervades 


RHEA NICHOLS 


[, talking with retailers 
in the East and West, one of the most definite im- 
pressions which I received is that in getting into Fall 
and Winter business, it will be essential for shops to 
consider an increased mark-up in designating their 
price groups. 

This is made necessary by the higher prices of raw 
materials and is to be considered advisable, since it 
is the most reasonable way for the retailer to get his 
legitimate profit. It cannot be felt as yet that the 
consumer is ready or willing to do much in the way 
of buying many more pairs of shoes than she has 
been doing the past season or two; on the other hand, 
the widespread acceptance of the fact that “things 


New Fall 


Fashions 


Spirit of the “Gay Nineties” 
Again Animates Autumn Trend, 
Although Sports Influence Will 
Be As Strong As Ever—The Ris- 


ing Price Tendency and Its 
Fashion Implications 


By RHEA NICHOLS 


Fashion Adviser, Allied Kid Company 


are going up,” built up by the very general dissemi- 
nance of information on improving business and pro- 
duction conditions throughout the country, as the 
radio and news agencies have given it, has created a 
slightly more receptive attitude on the part of the 
consumer. Also, the feeling is there, and should be 
cultivated honestly, that in some way, merchandise 
marked at slightly higher prices represents better 
grade goods—suggestive of the return to quality, 
which has been so much emphasized. 

The retailer has his chance to begin to pull up out 
of his own depths. It is only intelligent that there 
should be a profit for everyone concerned, all along 
the line of shoe production and selling. Prices on 
finished leathers have gone up. Hides of certain 
qualities have jumped as much in some cases as 100 
per cent. Counters and toe boxes cost more than 
last Fall—everything has conspired to make higher 
retail figures the reasonable result. In cheaper grades 
of shoes, manufacturers are forced to pay out for 
their materials alone, without any consideration of 
higher labor costs, 40 per cent to 50 per cent more 
than previously, which practically makes it a require- 
ment that in order to get his legitimate profit, the 
maker of inexpensive shoes should charge around a 
dollar more per pair. Higher priced shoemakers have 

[TURN TO PAGE 38, PLEASE| 
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AKES ALL THE 


Guess worK 
Out OF 


SHoe Fittinc 


Dr. Scholl's 





Foot Measure and Shoe Size Indicator 


Assures Scientific Accuracy in Fitting 


This measuring stick so widely and success- 
fully ee shoe fitters all over the world indi- 
cates immediately the exact length of shoe that 
should be selected for the particular foot meas- 
ured. It doesn’t require the adding of additional 
sizes as with other foot measuring sticks. This 
saves time and alleviates uncertainty. 

By applying the stick at the great toe joint 
and at the junction of the little toe the width may 
be ascertained. Thus, in this device both the 
length and width are indicated and costly misfits 
prevented. Don’t guess—know your customers’ 
shoe ya and this little device will pay 
for itself many times. No shoe store is complete 





This 





mA 


WAG MEAG ARE Aptis 





ae ere his wiih 3s Caer 
Measuring the Width 














Mail 


Coupon 


Today | 


Measuring the Length 


without it. Send in your order today 
on the coupon below. 


ie today for new illustrated catalog of 
Dr. Scholl's Foot A ppliances and Remedies. 


THE SCHOLL MFG. CO., Ine. 
213 W. Schiller St., Chicago 
62 W. 14th St., New York 112 Adelaide St., E., Toronto 


whe Scholl Mfg. Co., Inc., 
] 213 W. Schiller St., Chicago 
62 West 14th St., New York 


Please ship us dozen Dr. Scholl’s Foot Meas- 
ure and Shoe Size Indicators at $1.25 each. 





_ 
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To Open School of Shoe 
Fitting and 


S. J. Brouwer Makes Important Announce- 
ment at Meeting of American Osteopathic 
Association Foot Section, in Which Shoe 


Foot Study 


a rn of shoe 
fitting and the necessity of a close cooperation be- 
tween shoe men and osteopaths featured every group 
meeting of the foot section of the American Osteo- 
pathic Association, during their 37th annual conven- 
tion in the Hotel Schroeder, July 23 to 28. 

The three principal papers of the section dealt with 
the influence that foot health bears to general health 
and both, papers and discussions, stressed the relation 
of correctly shaped shoes, properly fitted, to preven- 
tion and elimination of foot troubles. Clinics were 
conducted during the mornings at the group meeting 
room and at a local hospital. The second annual re- 
port of the shoe research committee developed into an 
earnest discussion of lasts and shoes. The fluoro- 
scope and a new mirror device, invented by Dr. E. A. 
Ward of Saginaw, Michigan, for the examination of 
foot bearing under pressure were used extensively. 
Announcement was made of a school in shoe fitting 
and foot study to be conducted jointly by S. J. 
Brouwer and Dr. Clifford I. Groff, both of Milwaukee. 

Exhibitors stated that the convention was very suc- 
cessful from their viewpoint. Under a prize plan, it 
was necessary for the members to have a card en- 
dorsed by all the exhibitors in order to enter the con- 
test. Between sessions of the general assembly and 
group meetings, the booths of the shoe manufacturers 
were crowded with those eager for information. The 
widespread interest of osteopaths in corrective shoe 
fitting received the praise of several manufacturers’ 
representatives. 

S. J. Brouwer, originator of the Research last and 
a leading shoe dealer of Milwaukee, was one of the 
busiest men at the convention. Shoe men and osteo- 
paths, alike, made constant demands on his time and 
experience. He attended the morning breakfasts of 
the group and, after the day’s sessions were over, 
held special meetings in his store for the benefit of 
his employees, inducing foot specialists of the con- 
vention to give impromptu addresses, 

At the meeting on Monday, Dr. George S. Roth- 
meyer of the Philadelphia College of Osteopathy, 


Men Play Prominent Part. 


gave an address before the Physical Therapy section 
on “Physical Therapy as an Aid in Pediatry.” In 
this paper, Dr. Rothmeyer stressed the importance o/ 
cleanliness and sufficient room in shoes for circula- 
tion and elimination. He said, in part, “. . . skin is 
an important organ of respiration and air is essential 
to evaporation of perspiration. . .. We are therefore 
concerned with providing leathers in shoes that will 
permit the feet to breathe.” 

Thursday, Dr. Rothmeyer gave another address 
before the foot section, in which he stated, “It is nec- 
essary to recognize . . . types of feet and need for 
the proper shoe last . . . a poorer shoe, properly 
fitted, is superior to the best shoe, poorly fitted.” 


O, Friday, 


Dr. Harold E. Clybourne, Columbus, Ohio, pre- 
sented a paper on the bony frame of the foot and 
how it can be molded in the small child during the 
development period. It is during this time that the 
fleshy pads which shape the foot are replaced by 
muscles, according to Dr. Clybourne. 

Dr. T. L. Northup of Morristown, N. J., of the 
shoe research committee, was busy during every lull 
in the proceedings making demonstrations of foot 
study. He startled one session by asking if they had 
flat feet and then asserting that, if not, they once had. 
In explanation, he stated that every normal child was 
born with flat feet, bow legs and a humped back. 
These facts were cited to prove what can be accom- 
plished by the muscles in shaping the skeleton if 
given a chance and proper aid. Tuesday morning, 
Dr. Northup conducted a clinic on corrective shoe 
fitting. 

The business meeting on Tuesday afternoon was 
extremely interesting from the shoe viewpoint. Dr. 
C. I. Groff, Milwaukee, chairman of the shoe research 
and educational committee, read the report of the 
work accomplished in conjunction with Mr. Brouwer 
and Dr. Northup, the other members. This report 

[TURN TO PAGE 38, PLEASE] 
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T our recent sales convention we 
L \ had the privilege of having with 
us the buyer of one of the large depart- 


nother big menct stores in a mid-Western city. He 
uyer pays q hits kindly consented to address our sales- 


men, and chose as his subject “‘My Ex- 


tribute to perience in Merchandising Poll Parrot 

- Shoes."’ He told us of the nice increase 
Poll Pa rrot 5 ho es in his sales of Poll Parrots this year over 
and dita last. .he commented favorably on the 


completeness of our juvenile lines in 


* * 
or g rifi~aeew All t szxinat each grade and price range, and said 
many other things that chrilled his 
that makes them audience, but the keynote of his address 
was a statement something like this: 


CCl have ceased to be a shopper. I 
have little faith in bargains. I seek 
not the value in any particular shoe 
or line of shoes, but I do seek the 
character and the integrity of the 





makers of the merchandise I buy. 
When these two qualities are found 











in an organization, they are re- 
flected in its products, and I don’t 
have to look for them in the shoes 
I buy from the Roberts, Johnson & 
Rand Branch of the International 
Shoe Company. 

G7? 














/Poll-Parrot 
Shoes 


\Mmericas Favored line 
of puventle Footwear 


ROBERTS, JONNSONSRAND 


Branch ee International Snoe Co 


ST. LOUIS, MO. 
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To Open School of Shoe Fitting 


[CONTINUED FROM PAGE 36] 


has been bound in pamphlet form for 
distribution. In presenting the report, 
Dr. Groff requested that the chairmen 
of other groups work with the foot sec- 
tion on all matters pertaining to feet. 
He also asked that all exhibitors desig- 
nate a member of their organization to 
act as a consultant to the committee. 

Dr. Rothmeyer offered the services 
of the laboratories of the Philadelphia 
school in the study of feet and advo- 
cated the licensing of shoe fitters, com- 
paring them to druggists. Mr. Brouwer 
suggested the need of fitting schools. 
He further stated that the shoe re- 
tailer should carry a complete line of 
different shoes, rather than just one 
make. Dr. Northup asserted that doc- 
tors needed to make a study of shoe 
fitting just as much as shoe men 
needed to study feet and suggested that 
this should be a subject in osteopathic 
colleges. It developed later that this 
committee had aces up their sleeves 
and Dr. A. J. Molyneiux, of Jersey 
City, supplied the fourth ace by asking 
that Mr. Brouwer conduct a corre- 
spondence school on the _ principal 
points of shoe fitting. 

The business meeting concluded with 
the election of officers for the coming 
year and reappointment of the shoe re- 
search committee. 

The informal breakfasts of this 
group provided an extra opportunity 
for discussions of pertinent subjects. 
At the breakfast on Wednesday, the 
exhibitors were invited and G. V. Ar- 
thur of Dunn and McCarthy, Inc., gave 
an informal talk. It was at this meet- 
ing that Mr. Brouwer announced a 
school on the study of feet and shoe 
fitting to be started on the fourth floor 
of his building. Mr. Brouwer will con- 
duct the classes in shoe fitting and Dr. 
Groff will teach the classes in foot. 
study. It is planned that the school 
will be open in January and February 
and anyone may apply for admittance. 

E. B. Steere, of the J. P. Smith Shoe 
Company, Chicago, suggested a ques- 
tionnaire relative to the curriculum of 
the school and that the school would 
solve a problem of both manufacturers 
and osteopaths. H. H. Roosa, of Meni- 
han Company, Rochester, N. Y., sug- 
gested the school was needed equally 
by fitters and osteopaths, should be 
open. to both and that it might be ad- 
visable to have a Summer session in 
July. He pointed out that if a clerk 
attended the school on a paid vacation, 
he must bring back something of value 
to the store. C. E. Heckel, of Dunn 
and McCarthy, suggested the impor- 
tance of comparative information on 
the lasts of different manufacturers. 
Mr. Steere gave a short talk on the di- 
vorcing of dress shoes from’ utility 
shoes. 

Exhibitors in the foot section were: 
P. W. Minor & Son, Inc., of Batavia, 
N. Y.; Walter T. Dickerson Co., of 
Columbus, Ohio; Daytol Co., Dayton, 





Ohio; C. T. Read, Milwaukee; Geo. F. 
Kieth Co., Brockton, Mass.; McDowell 
Mfg. Co., Pittsburgh, Pa.; Lockwedge 
Shoe Corp. of America, Inc., of Colum- 
bus, Ohio; J. P. Smith Shoe Co., Chi- 
cago; Nature-Tread Co., of IIl., Chi- 
cago; Musebock Shoe Co., of Danville, 
Ill.; The Satis-Factory Shoe Co., of 
Chicago; The Menihan Co., Rochester, 
N. Y. The J. P. Smith Shoe Company, 
The Satis-Factory Shoe Company and 
Brouwer’s shoe store conducted an ad- 
visory clinic in a private room by ar- 
rangement with Drs. Groff, Northup, 
H. R. Bynum, Kistler and Clark, of 
Denver, Colo. 


“Dressed Up” Tone Pervades 
New Fall Fashions 
[CONTINUED FROM PAGE 34] 


not quite as much increase in costs 
relatively, but the result is necessary 
repricing runs about the same per pair. 

All of which indicates that the retail 
shop should prepare itself to reassort 
its price groups for the Fall and Win- 
ter season. Just as during the falling 
market price groups most often dropped 
by units of one dollar, so it seems sen- 
sible that they should come back that 
way. It will be recalled that $5 shoes 
dropped to $4, $2.95 to $1.95 and so 
on. The upward movement will have 
to come in similar fashion. 

As in all such revaluations, it is, of 
course, the consumer who will have to 
bear the brunt of it in the end. The 
question of lagging wage rises, which 
is now bothering economic experts, is 
one which has a very real importance 
for the retailer, since it automatically 
cuts down his potential market. If 
wages rise as promptly as merchan- 
dise costs, he is all right; if they do 
not, it requires more intelligent mer- 
chandising to put his goods over with 
a profit. 

It is impossible in a brief survey for 
me to include all the costume styles 
which can profitably be promoted with 
their related footwear fashions. There 
are a few highlights which should be 
mentioned importantly. As the Ameri- 
can designers have been showing their 
Fall dresses and coats, it looks like a 
season when great elaboration would 
prevail throughout the entire ward- 
robe. ... which ties up very well with 
the footwear shown by most of the 
makers, where a definitely “dressed 
up” tone seems to pervade the various 
fashion types. In costumes, there are 
monkey fur, gay and ornate buttons, 
feather hats, jaunty cravats—all 
touches which go on to trim the funda- 
mental silhouette. They have to be 
filtered and toned down to make them 
practical for volume distribution, but 
the feeling remains and makes it easier 
to sell shoes that are more decorated 
in key with them. It is the spirit re- 


| ferred to variously in the style world 
as Edwardian, Gibson Girl, Gay Nine- 
ties. . . . and is credited to as many 
different sources as there are different 
people to talk about it. 

Each Autumn we cannot get away 
from the sports influence. This year it 
is once again the fabric weaves and 
workings which contribute most of the 
newness. Knitted tweeds, real tweeis, 
luscious hairy woolens, in mixtures to 
be worn with solid colors (as blouses 
to suits), which pick up one of the 
mixture colors, or in monotones to con- 
trast with other monotones less bolcly 
than in Spring fashions, are all ma- 
terials which provide talking points to 
shoe retailers for all their sturdy or 
light sports or dressy sports footwexr. 

The other place—aside from the cus- 
tomary evening shoe promotions— is 
for the afternoon costume, a revival in 
type if not in actuality of the same 
period mentioned above. It is the really 
formal daytime style, expressed, for 
instance, in the much promoted black 
satins, or the newer black taffeta day- 
time frocks with street length skirts. 
It pairs along with the Sunday night 
frock as two “informal” types which 
can boast of rather formal accessories. 
The black satin, for example, is an ex- 
cellent reason for selling your formal 
afternoon oxford in black suede, satin 
kid or satin. Incidentally, the black 
satins, promoted so early that many 
people thought they would lose their 
style edge, are now being considered 
as one of the important style themes, 
this despite the fact that they are now 
in extremely popular price collections. 
It is expected—as so often happens — 
that the “good” firms will once more 
start. working with them as soon as 
the flurry of the very cheap producers 
gets over. 


Open New Store 
LovISVILLE, Ky.—Pennington’s shve 


store for men and boys, handling 
Friendly and Fortune shoes, opened 
July 22, at 663 South Fourth Street, 
in a remodeled storeroom, which will 
be the second store operated here by 
the Pennington Shoe Co. C. A. Grien- 
er, formerly with the Friendly Five 
Shoe Store, 314 S. Fourth Street, which 
will now be known as Pennington’s, is 
manager of the new store. C. P. Clark, 
vice-president of the General Shoe Cor- 
poration from Nashville; E. B. Nobie. 
Nashville, Tenn., merchandise display 
manager for General Shoe Corporation, 
and H. W. Stone, Memphis, Tenn., 
president, Pennington Shoe Co., were 
here for the opening. 


Fashion to Remodel 


SEATTLE, WASH.—The Fashion Bo:t- 
ery, of 216 Pike Street, Seattle, will 
soon remodel its store in order to have 
one of the most modern shoe salons of 
the Pacific Northwest. Extensive i'- 
provements will be made throughou:. 
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Ts UNITED SHOE MACHINERY CORPORATION 


. BOSTON, MASSACHUSETTS 





When writing advertisers please mention Boot and Shoe Recorder 





40 


3 EASY 
WINNERS’ 


Good styles, good manufacture 
and ZAPON LEATHER CLOTHS 
are the three factors that made 
these “3 Easy Winners”. If you 
are out to make winners, 
ZAPON beauty, stamina and 
variety of finish is more than a 
help,—it’s half the battle won. 


The slippers illustrated, made 
by Princely Products, Inc., of 
Bush Terminal, Brooklyn, N. Y., 
are outstanding hits this sea- 
son. Princely Products, Inc., use 
ZAPON LEATHER CLOTHS 
exclusively. 


“The Standard of Quality Since 1884” 


™ ZAPON company 


A Subsidiary of Atlas Powder Company 


oo 


STAMFORD. — 
CONNECTICUT 


huni. 
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Progress Under the Blanket Code 


[CONTINUED FROM PAGE 22] 


shoes per person. Figure it out for yourself that with 
an increase of 9,000,000 people since 1926, we can 
well consume all the shoes made—even the past 
months’ surpluses—if we are to return to the normal, 
as measured in consumption, per capita 2.75. 

As an industry, we welcome the increase of pur- 
chasing power and the restoration of normal business. 
As an industry, we are particularly fortunate in sery- 
ing the public with the type of goods necessarily in 
demand. 

Until our own codes are accepted, we can do none 
else but work under the blanket code. We don’t in- 
tend to shirk, although we may question and safe- 
guard trade action to see that ‘t is sound. 

This is a great period of change, but it will not find 
the shoe industry backward about “stepping for- 
ward.” The old system was intolerable—the new is 
still in question—but it is a type of collective action 
for progress that evidently has a long future before 
it. To that end, the best thinking of the trade js 
needed to encourage and to create profitable opera- 
tion. The pressure of price will soon be upon every 
store, and it must be faced with the realization that 
fixed charges by compulsion make necessary increased 
selling prices at retail. 


Retailers Subscribe to “Creed” 


PorTLAND, OrE.—Retail shoe dealers of the Pacific 
Northwest, individually and collectively, have sub- 
scribe to the following timely “CREED”: 

“Believing that there are fundamental forces now 
at work eliminating Fear, restoring Confidence and 
bringing back the Sunshine, I hereby promise that- 
| WILL— 

“Keep myself in the right mental attitude at all 
times. Eliminate the word ‘Depression’ from my 
vocabulary, and will not complain of nor talk about 
adverse business conditions. Make at least one con- 
structive statement concerning business to every cus- 
tomer with whom I come in contact. Refrain from 
repeating gossip or rumors that tend to discourage 
people or business. Courteously, tactfully, but firmly 
refuse to listen to all ‘Whispering Campaigns. 
Learn some new and helpful thing about my business 
every day. Put forth a sincere effort to make at least 
one new friend and customer each day. Do all that 
I honorably can do to increase my business and my 
usefulness. Plan each day’s work intelligently and 
work that plan industriously. 

“I believe that Knowledge backed by Loyalty, In- 
dustry and Sincerity of Purpose can help me solve 
all my business problems. Therefore I shall en- 
deavor to live up to the letter of this declaration by 
doing my best each day. 

“WE OURSELVES THE BETTER SERVE 
BY SERVING OTHERS BEST.” 
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~-0de The uccessful Buyer much system so as to make it a burden. 
After all we are in the selling business 
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er’ to “Knowledge applied is power.” 
We cannot mold our customers to 
suit our own particular ideas. On the 





turnover and a satisfactory profit. A 
simple sort of control is necessary to 
keep the stock thoroughly sized at all 
times, especially with the fast-selling 





completely sized at all times will tend 
to concentrate volume on a compara- 
tively few numbers. There is no bet- 
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other hand we must mold our efforts 
THE BEST 
HOTEL VALUE 


F IN NEW YORK 


Ze aty. 
\ a 


45th-STREET and BROADWAY 





Just think... mod- 
ern, new hotel, in the 
heart of New York— 

200 feet from. Broad- 

way, on: 45th Street. 

A room and bath for one, 
$2.50; for two, $3.50. 


t's the PICCADILLY 


e NEW YORK 
WILLIAM MADLUNG, Mng. Dir. 








KENT 


AUTOMATIC 
GARAGE NEW YORK 


CHIROPODY offers an attractive 
profession to those interested in entering the practice 
of this branch of medical science. 

Illinois College of Chiropody and foot Surgery is now 
in its twenty-first year as a leading educational institu- 


ILLINOIS COLLEGE 


OF CHIROPODY AN 


Students in Famous 
Foot Clinics of 
Chicago. Over 
35,000 foot cases are 
treated annually. 





tion in this specialized field. Three year course leading 
to degree of Doctor of Surgical Chiropody. Three 
buildings, wide recognition, scientific equipment, emi- 
nent faculty of chiropodists, physicians, surgeons, 
chemists and orthopedists. Excellent clinical facilities. 
High school education or the State Department of 
Education equivalent required for entrance. For bulle- 
tin write the Registrar, Dept. RA-5. ‘ 


Illinois College of Chiropody and Foot Surgery 
327 “North Clark Street Chicago, Illinois 


The last word in convenience and safety 
for your car ,.. occupies its own par- 
ticular compartment . . . offers every 
opportunity for storage by the hour, the 
day, the month . .. with or without 
service. 


Rates $15.00 monthly and upwards... 
Expert repairs on all makes of cars. 


KENT GRAND CENTRAL 


44th St. Near Third Ave. 
Tel. Murray Hill 2-0460 
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Your Car Is Never Touched by 
Human Hands 
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SHOE ILLUSTRATED 
BY COURTESY OF 


BONA ALLEN, INC. 
BUFORD. GA. 


The upturn in business is showing itself FIRST in increased de- 
mand for heavy-duty work shoes. As men go back to work in the 
mines and mills, the farms and the forest, one of their first require- 
ments will be serviceable work shoes. 


Are you prepared to share in this business? Are you buying stand- 
ard quality shoes that will bring you repeat business? Low grade, 
shoddy merchandise is on its way out and the BETTER GRADES 


of work shoes are being made with 


No two-unit imitation and no rubber gasket or 
paper filled contrivance which casually resembles 
BARBOUR STORMWELLT, can hope to provide the 
same inseam sealing, shape retaining, serviceable 
construction. 


Specify it by name in detailing your heavy-duty 
shoes. 


BARBOUR STORMWELT 


MANUFACTURED BY 


BARBOUR WELTING COMPANY 


BROCKTON, MASS. 





SOLE DISTRIBUTORS AND LICENSED MANUFACTURERS FOR ENGLAN® 
WELTING LTD., LEICESTER, ENG. 


When writing advertisers please mention Boot and Shoe Recorder 
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NATIONAL NEWS 


» HOW’S BUSINESS ¢ 


—_ 


Speeding Up Production 


RocHEsTerR, N. Y.—With factories al- 
ready increasing wages and stepping 
up production by as much as 500 pairs 
a day, Rochester district factories last 
week spurted past their production 
mark of two years ago with prospects 
of setting up a new record for Fall 
shoes. 

The E. P. Reed Company, which has 
been leading the district in production 
outside the Endicott-Johnson factories 
on the Southern Tier, this week moved 
up its production schedule from 2500 
to 8000 pairs a day. The factory is 
producing only quality shoes, for 
which a buying spurt has been notice- 
able since road men went out with first 
samples of new lines two and three 
weeks ago. 

The W. B. Coon Company speeded 
up to more than 2000 pairs a day. The 
company is producing women’s welts. 
The Sherwood Shoe Company also ad- 
vanced its welt production, having al- 
ready done well with its cement proc- 
ess shoes. The C. P. Ford Company 
also increased its production of wom- 
en’s welts, and the Menihan Company 
speeded up. 

Auburn, Batavia and Syracuse fac- 
tories were reported this week to be 
keeping up the pace. The Endicott- 
Johnson factories are hanging up a 
record for sustained production. 


Quarterly Profit for U. S. Leather 


New YorK—United States Leather 
Co. reports for quarter ended June 30, 
1933, net profit of $275,411 after de- 
Preciation, taxes, etc., equal to $3.53 a 
share on the 78,067 shares of $100 par 
7 per cent prior preference stock which 
was outstanding on Dec. 31, 1932, and 
on which the last dividend paid was 
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Jan. 3, 1933. Balance after allowing for 
regular quarterly dividend require- 
ments on the prior preference stock is 
equal to 56 cents a share on the 247,168 
no-par shares of $4 non-cumulative 
class A participating and convertible 
stock. This compares with net loss of 
$143,252 in the preceding quarter and 
net loss of $391,085 in the June quar- 
ter of the previous year. 

For six months ended June 30, last, 
net profit was $132,159 after charges 
and taxes, equal to $1.69 a share on the 
prior preference stock. 





DATES TO REMEMBER 


Illinois Shoe Retailers Association Annual 
Convention, Pere Marquette Hotel, 
Peatig Wee reer cnes. Aug. 20, 21, 22 

Labor Day September 4 

School Starts September 5 

Annual Convention, New York State Shoe 
Retailers Assn., Hotel Ten Eyck, Albany. 
RR cate taze wes cen September 11-12 

Fall Shoe Week September 16-23 

Jewish New Year September 21 

World Series Commence October 4 

Columbus Day October 12 

Hallowe’en October 31 

Armistice Day November 11 

Thanksgiving November 30 

30th Annual Convention, National Boot and 
Shoe Manufacturers Association, Hotel 
Commodore, New York December 4 

National Season Opening, Hotel Commodore, 

December 5-8 

Christmas December 25 

New Year’s Day January 1, 1934 

National Shoe Retailers Annual Convention 
at St. Louis Jan. 8,9, 10, 1934 

Middle Atlantic Shoe Retailers Association, 
20th Annual Meeting and _ Exhib‘tion, 
Hotel Adelphia, Philadelphia. .Jan 22, 23, 24 

Northwestern Shoe Retailers Regional Asso- 
ciation at Minneapolis Feb. 5, 6, 7, 1934 

Indiana Shoe Buyers Eleventh Annual Con- 
vention, Claypool Hotel, Indianapolis, 
RIE tc he tioke ewe Feb. 4,5, 6, 1934 








EVERY WEEK 


Melville’s Six Months Profit 
Increase 


New YorK—The Melville Shoe Cor- 
poration and subsidiaries for the six 
months ending June 30 showed a net 
profit after depreciation, interest, Fed- 
eral taxes and other charges of $465,- 
823, equivalent, after dividend require- 
ments on 6 per cent first and second 
preferred stocks, to $1.04 a share on 
$371,461 no-par common shares, against 
$410,959, or 89 cents a common share, 
in first half of 1932. 


Record Shoe Shipment 


CoLuMBUS, GA.—The largest single 
order of men’s and boys’ shoes ever re- 
ceived in Columbus, Ga., arrived re- 
cently for the Neel shoe department. 
The order was purchased in order to 
lay in a stock in advance of increasing 
prices, and will be followed shortly by 
a similar consignment of ladies’ and 
children’s shoes. 


Excelsior Running Full Time 


PoRTSMOUTH, OHI0—The plant of the 
Excelsior Shoe Co. is now on a full 
time schedule with 500 employees and 
a daily production in excess of 2000 
pairs, according to J. D. Williams, gen- 
eral manager. 


» ABOUT PEOPLE 4 





With Firm 25 Years 


ROCHESTER, N. Y.—Production was 
put aside for swimming, games and 
dancing last week when E. J. White, 
superintendent of the C. P. Ford Com- 
pany, celebrated his twenty-fifth anni- 
versary of association with the firm. 
Associates and employees were his 
guests at an outing at Manitou Beach. 





Livers Leaves |. Miller 


New York—Arthur A. Livers, for 
the past 15 years in important execu- 
tive positions with I. Miller & Sons, 
Inc., retail organization, has resigned 
as advertising and merchandising man- 
ager, effective immediately. Mr. Liv- 
ers is away on a two weeks’ golfing 
tour. He has not yet announced his 
plans for the future. 


Marjorie Howard to Deliver 
Two Fashion Lectures 


New YorkK—Under the auspices of 
The Fashion Group, Miss Marjorie 
Howard of Paris will make a special 
trip to New York to deliver two lec- 
tures on September 6th and 7th, start- 
ing at five each day. Miss Howard will 
talk on “Fashion Forecasts” and a 
“Report on the Collections.” 

This will be the first activity of The 
Fashion Group in its new home on 
Plaza Street, Radio City, Rockefeller 
Center. Tickets are on sale now at the 
office of Mrs. Ethel Kremer, The Fash- 
ion Group, 572 Madison Avenue, New 
York City, until the move early in Sep- 
tember to Plaza Street, Radio City. 
They will be $5 for the course of two 
lectures and are not limited to Fashion 
Group members. 

As the new auditorium in the Fash- 
ion Group suite has a seating capacity 
of only 1000 and in view of the wide 
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interest in this important new venture, 
it is advisable to procure tickets imme- 
diately. 


Home Heads Cut Sole Assn. 


BostoN—Charles Horne of Haver- 
hill is president of an association 
which has been formed by the cut sole 
manufacturers of Boston and vicinity 
for the purpose of preparing a code 
of business ethics to be submitted to 
the administrator of the Industrial Re- 
covery Act. 

Other officers are: Paul Reed, At- 
lantic Leather Co., vice-president; 
Daniel Watson, Watson Cut Sole Co., 
secretary, and Ellis Gordon, Ellis Gor- 
don & Sons, treasurer. Directors are: 
Ed Cohen, Way Leather Co.; Cliff El- 
lis, C. G. Ellis Co.; Carl Crosby, 
Crosby & Gillen, Inc.; Charles Gold- 
man, Boston; James O’Brien, Williams 
Cut Sole Co., and Aaron Tarlow, Tar- 
low Bros. Co. 


Ream Back With J. P. Smith 


CuIcaGo—L. D. Ream is back with 
the J. P. Smith Shoe Company, and on 
Aug. 15 will start out on a trip cover- 
ing the Midwest territory. He will sell 
the fine tailored line of women’s shoes 
which J. P. Smith Shoe Company have 
been making for 10 years, to retail at 
$7 to $8.50. Lou Ream’s many friends 
in the Central West territory will be de- 
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lighted to know he is back on the job 
for J. P. Smith Shoe Company. 


Kendall Back After Illness 


CINCINNATI—H. M. Kendall, buyer 
and manager of Smith-Kasson’s better 
shoe department, has returned to his 
desk after an illness of several months 
and a convalescent period spent at Dal- 
las, Tex. He wishes to express his re- 
gret at not being able to see his many 
friends among the shoe salesmen and 
also his gratification at the able man- 
ner in which his assistant buyer, D. W. 
Thompson, manager of the women’s 
better shoes, conducted the business 
while he was absent. 

Mr. Kendall, in speaking of this sea- 
son’s business, says that it is much 
better than last year’s in every depart- 
ment of Smith-Kasson shoes. He is 
especially proud of the fact that Smith- 
Kasson has the first air-conditioned 
basement shoe store in the city. It 
has helped business in all three depart- 
ments of the basement. store—mei’s, 
women’s and children’s shoes. The air 
is kept at a temperature of 70 degrees. 

Smith - Kasson’s have enjoyed an 
enormous business in white shoes at 
regular prices, very few models hav- 
ing been reduced and most of their 
sales have been at. regular prices. They 
have held no special sale and will not 
until very late in the season. 








When you come to 
BOSTON ..... 





























HOTEL 


Ample parking space 


Send for booklet — “Historical Boston” 


KENMORE 


COMMONWEALTH AVENUE at KENMORE SQUARE 
BOSTON - MASSACHUSETTS 


One of Boston's newest and finest hotels 
pleasantly and conveniently located on broad 
Commonwealth Avenue, near Boston's 
theatrical and shopping center. Modern in 
appointments and with a delightful homey 
atmosphere. Cheerful outside rooms. 
Special dining facilities in its moderately 
priced Coffee Shop and Main Dining Room. 


$#).00 
400 Rooms from Daily 


Each with tub, shower, circulating ice water 
LOWER WEEKLY AND MONTHLY RATES 


























Cc. P. DODSON, President 














Shop the Mar. 
bridge Building — 
Headquarters for 
Value and Style 


Under one roof... the showrooms 
of the shoe industry’s leading man- 
ufacturers . .. easily accessibie to 
retailers and buyers, who, in one 
visit, may learn all that is new and 
smart in the shoe world. : 

The coming season’s outstanding 
shoe styles are on display now at 
the Shoe Buying Centre in New 
York .. . the crossroads of the 
trade ... the Marbridge Building. 
Come and see them before you buy! 


1528 BROADWAY fase NEU YORK 
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The Successful Buyer 
[CONTINUED FROM PAGE 41] 


ter way of being sure of maintaining a 
right turnover. One might. argue that 
this would limit variety but in reality 
it increases variety. The better a few 
lines turn over, the more capital is 
released to put into a wider spread of 
styles and yet give the same a livable 
turnover and profit. 

After the course is charted by a 
definite plan and its operation con- 
tinually checked for improvement as it 
goes along, we arrive at the major part. 
of our program—SELLING. Our 
business is All Selling: Selling our 
ideas to the manufacturers that they 
may interpret them into shoes, which 
we in turn sell to our salespeople and 
they sell them to the consumer. It. is 
one continuous harmonious circle. 

Customer service is 100 per cent 
selling. From the greeting with a 
smile to the selling feat of sincerely im- 
pressing the trade that one knows the 
merchandise and this particular cus- 
tomer’s problem. That’s the funda- 
mental principle of salesmanship and 
service—knowledge of the product and 
knowledge of the customer’s needs, to- 
gether with the ability to successfully 
combine the two. 

A real salesman creates in the mind 
of the prospective customer in front of 
him a desire for shoes, and continues 
this interest right through to the cul- 
mination of the sale. A shoe fitter able 
to do this must have something more 
than just a pleasant line of conversa- 
tion. There must be a sincere desire 
to please and a knowledge that the 
shoes are right and proper in every 
detail from fit to ultimate purpose. 

High pressure shoe selling is out. 
Business building is not just getting 
rid of merchandise, it. is the selling of 
the right shoes for the right purpose. 

A shoe department or store execu- 
tive’s most important job is not buying 
but the continuous selling of the store, 
its policies and its merchandise to the 
salespeople. It is vital that they are 
kept well posted on all new develop- 
ments in the shoe trade; on economic 
developments that may affect the busi- 
ness, and on all the new and old mer- 
chandise on the shelves. Train them tc 
speed up when_the necessity arises. 
Teach them to sell thoroughly when 
there are not enough customers around. 
Then and only then will their time be 
filled with selling. 


Plan European Distribution 


SyracusE—The Onondaga Hide & 
Leather Company, manufacturers of 
Walk-Eze Stocking Protector, are ex- 
panding the distribution of their prod- 
uct to the leading cities of Europe. An 
agency will be located in Paris to serv- 
ice the Paris stores. Walk-Eze Stock- 
ing Protectors, although introduced 
only a few years ago, are distributed 
throughout the entire United States by 
leading shoe merchants. 








$ 


45 


'VUVYV VVUVVVVVVY 


a well known retailer 


writes 


“AIR-TREDS are unique in their price 
field... they have more to talk about 
than competitive lines . . . the salient 


feature is the immediate effect on the 


customer .. .” 


YOU WALK ON A CUSHION OF AIR 


- « « that is the kind of line 
which brings steadier business 
- «- - and a better profit... 


AIR-TRED is a patented comfort construction which 
in no way detracts from the styling of the shoe. The 
resilient cushion effect is immediately felt and appre- 
ciated by the customer—and is so satisfactory that 
almost invariably she returns for pair after pair. 


AIR-TRED welts and silhouwelts are distributed only 
through exclusive agencies. In the new era of sta- 
bilized business, idea-footwear will be necessary to 
maintain better and steadier profit. Write us today. 
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WHERE TO BUY 


Sport Footwear 
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GH.BASS & CO. Javon sane 


WHERE TO BUY 
Men’s Shoes ~ 


i eee 


“HIGHEST GRADE ONLY” 


EAST WEYMOUTH, MASS., U.S. A. 








<1 Ree: 
trade ° SHOE 
Men’s Fine Shoes 
COLONY SHOE CO. 
Brockton, BOSTON 
MASS. | 10 HIGH ST. 








ORIGINAL 


Ded, 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 
Both lines carried in stock. 
FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo, N. Y. 


Shoes Now Retail $8.50 Up. 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y. 
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Acceptance 


of Blanket Cade 








The President has received many wires from 
the shoe industry. Economic history is in the 
making with the almost unanimous conformity 
of the industry to the President’s blanket code 
here, there and everywhere. 

Firms in the manufacturing and retail trades 
znd in the correlated services and supplies have 
rushed telegrams to President Roosevelt ac- 
cepting and encouraging the emergency blanket 
code. 

Typical of the responses cf the shoe industry 
are these examples of cooperation: 


BANCROFT WALKER COMPANY, Waitham, 
Mass.: “We urge the unselfish cooperation 
of all factors in the spirit of good ‘American 
sportsmanship’ necessary to accomplish an 
economic balance in hours of labor and broad 
buying power, for without it the officers of 
this company cannot find any hope of a return 
to a sound and lasting prosperity for the coun- 
try and its people. 

“Only through cooperation and the strict ad- 
ministration of a few basic social reforms can 
we see any way to eliminate that destructive 
minority which has in the past been heedless 
of the interests of its employees, its competi- 
tors, and often society itself in- its lust for 
immediate personal financial profit.” 


FREEMAN SHOE CORPORATION, Beloit, 
Wis.: ‘We are with you 100 per cent and are 
advancing wages and shortening hours as per 
your suggestion effective next week.” 


NUNN, BUSH & WELDON SHOE COM- 
PANY, INC., ‘We welcome the opportunity of 
doing our part in building up purchasing power 
and contributing to the momentum already es- 
tablished toward the return of more stable and 
prosperous times.” 


WISE SHOE COMPANY: “The Wise Shoe 
Company pledges its complete support to your 
Recovery Program and especially to your re- 
employment code.” 


WALKER T. DICKERSON COMPANY, Co- 
lumbus, O.: “We granted our piece worker em- 
ployees an advance of 10 per cent, effective 
July 5th, and our average weekly pay last week 
of all female help was $16.20, and the average 
for male help was $21.57 for the week. In 
figuring these averages, we considered every 
male and female employee from the office to 
the tank on the roof.” 


THE H. C. GODMAN COMPANY, Colum- 
bus, O.: “The H. C. Godman Company is an- 
other who accepted the code wholeheartedly 
and will put into effect the reduced hours and 
higher wage scale provided. This company will 
use the 40-hour week during the month of 
August.” 


JULIAN & KOKENGE COMPANY immedi- 
ately notified President Roosevelt of its willing 
cooperation and will carry out the provisions 
of the code until the shoe manufacturers’ code 
is approved. The company will follow the 40. 
hour week during the peak season which is at 
its height. 


THE G. EDWIN SMITH SHOE CO.: Ojer- 
ating its Columbus plant at full capacity joined 
in the general approval of the President's plan 
and wages and hours will be readjusted to 
comply with the code. 


THE MENIHAN COMPANY, Rochester, N. 
Y., announced its boost for next week and the 
Sherwood Shoe Company, Rochester, N. Y., an- 
nounced an increase for cutters July 26 and for 
fitters and lasters, August 2. Each plant »m- 
ploys about 500 men and is operating on the 
piece-work system. 


P. W. MINOR AND SON, INC., Batavia, N. 
Y.: “Announce an increase effective Aucust 
1. It employs 350 men.” 


SPAULDING FIBRE COMPANY, INC., North 
Rochester, N. H.: “Fibre mills of the Spaulding 
Fibre Company, in conformity with the Presi- 
dent’s blanket code, will start to work on this 
new basis beginning July 31st, 100 per cent 
with an average increase of 35 per cent to all 
employees.” 


SCHOLL MANUFACTURING COMPANY, 
INC., Chicago, Ill.: “The Scholl Mfg. Co., Inc., 
of Chicago, raised the wages of its entire fac- 
tory staff 10 per cent on July 21st. Dr. Wil- 
liam M. Scholl pledged his aid to economic 
recovery and subscribes heartily to President 
Roosevelt’s plans as set forth in his various 
speeches on industrial recovery.” 


SAMUELS SHOE COMPANY: The Samuels 
Shoe Company, at 1717 North Twenty-fifth 
St., is placing its employees under the blanket 
code provisions of the National Recovery Ad- 
ministration, beginning Friday. The action an- 
nounced yesterday by Theodore R. Samuels, 
president, involves an increase of 25 per cent 
in factory wages. This will more than absorb 
the 20 per cent reduction in working hours in- 
volved in shortening the working day to meet 
the maximum called for under the blanket code. 

B. A. Gray, secretary of the International 
Shoe Company, St. Louis, Mo., announced |uly 
20th, a five per cent salary increase to all 
piece workers and hourly paid employees. The 
wage increase is retroactive to July 17th. This 
is the second wage increase in ninety days. 
Mr. Gray explains that the raise was author- 
ized by the Board of Directors pending the 
adoption of a national code by the shoe 
industry. 





Boas Starts New Store 


SEATTLE, Wasu.—Alfred Boas, in 
business in this section for the past 12 
years, is the owner of Richards’, Fifth 
Avenue, shoe store which opened its 
doors on July 13, at 1514 Fifth Avenue, 
Seattle’s own exclusive Fifth Avenue, 
patterned after its prototype in New 
York. 

Souvenirs were given not only on the 
opening day, but upon the first three 
days, the 13th, 14th and 15th. Most 
elaborate and diversified presents were 
distributed to a wide range of persons. 
In order that attention would be called 
to the hosiery department and its ex- 
quisite contents noted, full-fashioned 





silk hose was given the ladies; silk sox 
to the men; Boy Scout knives for the 
boys; manicure sets for the girls, and a 
beach pail and sand shovel for the tiny 
toddlers. 


Moves to Lynn 


Lynn, Mass.—Amesbury Shoe (m- 
pany have removed their factory «nd 
main office from Amesbury, Mass., to 
278 Broad Street, Lynn, Mass. Tey 
feel that the move to Lynn offers t! 
many advantages which will alow 
them to produce even better value: in 
the $4 to $5 range than was possib!: in 
the former location. 
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ae COMFORT | 
Exceedingly Ir is just good COMMON SENSE to fit 


good looking United Slipper Rubber Heels to your Comfort 
Footwear. 


ul6Vep They are made JUST FOR SLIPPERS, Light — 


SLIPPER HEEL Quiet — Non-Slip — and On-to-Stay. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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Women’s Shoes 
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THE PUMP WITHOUT A GAP 


GENUINE COMPO PROCESS 
IN STOCK 
Black Suede 


Brown Suede 
Kaffir Calf 
Patent Leather 
Brown Kid 
Black Moire 
White 
Moire 


Reese nt and Seamless 
High and oy Louis 
AAA to © 


BETT SHOE CO. 
58 N. 4th St., Philadelphia, Pa. 














GENUINE HAND TURNS 


oo 


1533—WHITE KID 
"PRESTO" 
20/8 Heel—AAAA to C, 


DODGE, BLISS & PERRY i: 


EWBURYPORT, MASS. 
“THE CORRECT DooGe FOR ALL OCCASIONS” 


No. 


i 


WHERE TO BUY 


Riding Boots 


6 6 8 


RIDING BOOTS 
‘ IN-STOCK 
For Men, Women and 
Children—also 
Jodhpurs and Field 


A COMME § 
sHOE CO 





Stands Pat on Prices 


YorK, Pa.—Mahlon N. Haines, pro- 
prietor of the Haines Shoe stores, lo- 
cated throughout the East, has an- 
nounced that he will not raise prices of 
shoes sold in his stores until after Jan. 
1, regardless of whether or not the 
wholesale prices are advanced within 
that time. 
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Illinois Merchants to Meet 


PeoriA, ILu.—The annual convention 
of the Illinois Shoe Retailers Associa- 
tion will be held in Peoria Aug. 20, 21 
and 22. Pere Marquette Hotel has 
been selected as convention headquar- 
ters. A letter addressed to members 


| of the association, and signed by Frank 


P. Meyer, Danville, president, and W. 
J. Crawford, secretary, says in part: 

“Peoria is a true convention city— 
was selected for its central location, 
and particularly because of its reputa- 
tion for putting forth every effort to 
make it pleasant for its visitors. The 
shoe merchants are enthusiastic about 
conventions—friendly — cordial — and 
hospitable. 

“A great many important changes 
in our business will be considered—the 
inflated prices, the steady advance on 
raw materials, the State Sales Tax, 
and the new Industrial Recovery Act. 
The New Deal. 

“What, when, why and how—all this 
information can be obtained—we will 
arrange for a Government official to 
explain the action of the Government. 
Of course, we want to cooperate with 
the Government program to the fullest 
extent—however, we want favorable 
conditions.” 


Ancient Feud Flares Afresh 
As York Shoe Folk Foregather 


York, Pa.—Shoe men of this place, 
members of the York Shoe Retailers 
Association, forgot their business cares 
on July 20, to make merry at their 
thirteenth annual outing held at the 
Conewago Inn, Summer resort about 
eight miles out of the city. 

The shoe men were no more than on 
the scene when the ancient rivalry on 
the baseball diamond flared afresh, 
and another hotly contested game was 
under way, with resultant stiffness the 
next day. As of old, Charles Martin, 
of Kinney’s shoe store, piloted one of 
the teams, dubbed the “Leather Heels,” 
but Dudley Kramer took “Judge” Mose 
Leibowitz’ place as captain of the “Rub- 
ber Heels,” with the result that Martin 
managed to eke out a victory by the 
score of 13 to 8. Errors were respon- 
sible for six of the victor’s runs. 

Martin continued his supremacy on 
the diamond by leading his cohorts to 
a 15 to 12 victory over a team cap- 
tained by Jack Freedman in a mush- 
ball game staged after the sumptuous 
repast served late in the afternoon. 
The game was called on account of 
darkness, just as Freedman’s followers 
were coming into their own, tearing 
down the early lead of the victors. 

A field meet, arranged with a va- 
riety of events in which all those at- 
tending could compete, proved one of 
the features of the day. Winners in 
the various events were: circling bases, 
John Huber; long distance throwing, 
Louis Leibowitz; long distance hitting, 





Michael Britcher; fungo hitting, Jack 
MacCarrah; fancy diving, Jack Freed. 
man; 20-yard swim, H. Greenfield; 
canoe race, George Smith; target shoot- 
ing, Dudley Kramer; and accurate 
shooting, Roland Spangler. 

The day’s activities came to a close 
with the annual chicken and waffle din- 
ner served at the inn, with the presi- 
dent of the association presiding as 
toastmaster. Speeches being barred, 
Ray Morrisey, of the National Shoe 
Retailers Insurance Company, an hon- 
ored guest on the outing, was confined 
to greetings. During the dinner, Mose 
Leibowitz, former president of the as- 
sociation and always active in its af- 
fairs, was presented with an accident 
insurance policy. The award of the 
insurance policy is an annual occur- 
rence with the organization. 

Reluctant to leave the scene of such 
a happy day, many of the members 
stayed to play cards far into the night. 
Strange as it may seem, 500 was ‘the 
choice of most of the boys, so prizes 
were awarded to Roy Kilgore, Joseph 
Sperling, Dudley Kramer and Ray Mor- 
risey. 

The committee in charge of the af- 
fair was composed of Charles Martin, 
chairman; Roy Kilgore and H. Green- 
field. —R.G.R 


Reports 75% Gain 


St. Louris—Boyd-Wright Shoe Com- 
pany, Saint Louis, reports a gain of 
75 per cent in sales for the first six 
months of 1933 over the same period a: 
year ago. J. J. Meacham in charge of 
sales states that the volume on Pea- 
cock shoes has increased even more than 
was anticipated. Sales quotas were set 
at one-third Peacock and two-thirds 
street and theatrical shoes (the lower 
price line), but the actual sales are 
now running about 54 per cent Pea- 
cock, indicating the steadily growing 
demand for high-grade footwear. 


Half Holiday to Meet Code 


ATHENS, GA.—Virtually all shoe 
shops and departments in Athens, Ga., 
will close on Thursday afternoons dur- 
ing the remainder of July and all of 
August as a means of meeting the re- 
quirements of the 40-hour week and at 
the same time giving an afternoon 
“off” to the sales forces. Shops which 
will. close are Hofmeister’s, Thomp- 
son’s, the Dial Shoe Shop, the Athens 
Shoe Company, the Princess Boot 
Shoppe, the A. Brooks Shoe Store and 
Doolittle’s shoe department. 


All Changed Over 


LyNnN, Mass.—Walden & Perry, Inc., 
have put in new equipment, and while 
they were about it they threw out their 
old lasts and patterns and put in new 
sets. Now they are making shoes by 
the adhesive process (United Shoe Ma- 
chinery Co.), and are running the fac- 
tory to capacity. William Sobel is gen- 
eral manager and Frank J. A. Per’y, 
president of the company, is selling he 
shoes. 


























AND SHOE REcornT™ 
5, 1933 combining THE SHOE RETAILER, August 5, 1933 


, Jack 
Freed. 
nfield; 
shoot- 
curate 


ie hether it tS SL 


jarred, 

Shoe 
1 hon- 
nfined 
- Mose 
he as- 
ts af. 
cident 


f the \ a CT 


occur- 








’ such 
mbers 
night. 
is the 
prizes 
oseph 
Mor- 


Ot vel vel 





ie af- 
artin, 
reen- 
+R 


- will be a Ribbed material 


in of 
t six 
ae for every day time costume 
er 
e set 
hirds 


ower ° ° 
are We quote from a recent style article in the Boot & Shoe Recorder: 


Pea- “In woolens, silks and velvets, ‘RIBS’ is the theme song of the 
wing H season. And it’s a most important theme for shoes... you can’t 
over emphasize its importance.” 





Calluna Kid is a leather for Fall footwear .. . the new Fall fashion 
leader for women’s shoes. Ribbed; in duo tones of black or brown 


shoe 

Ga., | or gray; with a finish that has an “atmosphere” suggestive of the 
dur- m heather of the English downs, it gives retailers all of the smartness 
! of ; and harmony of a fabric design, with the comfort, wearing 
aye characteristics and quality appeal of a superb kid. 

oe Calluna is made only by the Surpass Leather Company; protected 
on by trademark and process patents. But almost every manufacturer 
1ens m of high grade women’s shoes is featuring Calluna . . . because it 
Soot offers a stimulation for Fall sales that can’t help but profit the 
and wide awake, aggressive retailer. 
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WHERE TO BUY 
Dancing Shoes and Taps 


i a ei a 


* KENDALL’S 


IN-STOCK 
Style No. 13 


PROFESSIONAL 
FLATS * 





.8%-3 
Mi + 11-8 
““e16S: 


ie KENDALL SHOE COMPANY » 
HAVERHILL, MASS. 














BLACK CALF 
PAT. LEATHER 


Womens 
A-B-C 2% -8 
$1.35 


— OWENS SHOE CO. — 


Misses 
4-B-C ti%-2 
$1.25 


589 Essex St., Lynn, Mass. 
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WHERE TO BUY 
Shoe Trees 


Ae ae ee eee ee eee ee err 


PROTECTED 


Self Adjusting Shoe Trees. 
A gentle squeeze inserts or 
removes. Write for unique 
sales plan. 


SIMPLEX SHOE 
TREE COMPANY 








Wyman’s Incorporate 


BALTIMORE, Mp.—Wyman, Inc., 19 
West Lexington Street, has incorpo- 
rated with a capitalization of $120,000. 
The incorporators are Henry E. Wy- 
man, head of this prominent exclusive 
retail shoe concern, Stella E. Wyman 
and Amos A. Reeder. Mr. Reeder has 
been associated with the Wyman in- 
terests for a number of years and is 
a prominent figure in the local retail 
shoe field. 

Wyman’s maintain a large, exclusive 
retail shoe shop at the Lexington 
Street location, and also a branch store 
at 12 West North Avenue. 
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Shoe Trade Lines Up for Recovery 


[CONTINUED FROM PAGE 15] 


Thomas F. Anderson, secretary of 
the New England Shoe and Leather 
Association and of the National Asso- 
ciation of Shoe Wholesalers, followed 
Mr. Butler, and explained the impor- 
tant work that the National Associa- 
tion is doing in connection with the 
NIRA. Mr. Anderson described the 
method which the National Association 
of Shoe Wholesalers is taking to evoke 
the support of President Roosevelt on 
the part of the wholesale shoe trade, 
and stressed the necessity of every 
wholesaler becoming affiliated with the 
national body, so as to have a voice in 
the framing of the code, and to avoid 
the embarrassment of having to be in- 
dividually licensed by the Government. 

A suggested code for the trade, as 
drawn up at a recent meeting in Bos- 
ton of the National Association of Shoe 
Wholesalers, was then laid before the 
meeting for discussion. It was ex- 
plained that the purpose of this tenta- 
tive code is merely to give the various 
regional groups a starting point and is 
not the final decision of the national 
body. When the different. sections of 
the country have been heard from, the 
directors of the national organization 
will meet and canvass the representa- 


.| tives and from them prepare the official 


code, to be submitted to the National 
Recovery Administration. 

There was a long and interesting dis- 
cussion of the subject, during which it 
appeared that the majority of those 
present favored a 40-hour week for the 
trade. On the question of minimum 
wage, it was voted to adopt tempo- 
rarily Section 5 of the President’s 
Blanket Code, which suggests that 
workers be paid not less than $15 per 
week, in any city of over 500,000 popu- 
lation. 

The clause in the Recovery Act, rela- 
tive to the right of employees to organ- 
ize for collective bargaining was unani- 
mously approved by the meeting. 

Following this action, there was a 
spirited debate on the suggested Code 
of Ethics, Terms of Sale, ete., the dis- 
cussion being led by Stanley M. Lane 
of the committee. It was finally voted, 
in view of the controversial nature of 
some of these clauses, to refer these 
matters to a special committee to re- 
port back to a later meeting. Francis 
B. Masterson is chairman ex-officio of 
this committee, and its first meeting 
was held July 27. 

The subject of a general Saturday 
closing in the local shoe trade as a part 
of the “New Deal” also was threshed 
out at some length, but the majority 
opinion seemed to be that such a move, 
while desirable from some angles, 
would contribute nothing whatever to 
the reduction of unemployment. 

Group meetings similar to the Bos- 
ton one have been held, or will shortly 
be held, in other cities where there are 
large numbers .of shoe wholesalers. 
Philadelphia, Pittsburgh and Los An- 





geles already have organized, and the 
wholesalers in these places have signj. 
fied their intention of joining the Na. 
tional Association of Shoe Wholesalers 
The New York trade will be called to. 
gether by Louis M. Taylor, secretary 
of the Wholesale Shoe League of Ney 
York, in a few days. 

At the Philadelphia meeting, hel 
July 26, at which there was almost g 
100 per cent representation of loca! 
shoe wholesalers, the 40-hour week 
plan was endorsed and a vote was 
passed to close all day Saturday) dur. 
ing August. 

All members of the trade ar cor. 
dially invited to communicate wi' | tne 
secretary of the National Assov atioy 
of Shoe Wholesalers, 166 Essex § treet, 
Boston, for any needed informati:n re. 
garding the National Industrial }'ecoy- 
ery Act. 

Retail groups representing show, de- 
partment stores, hardware tores, 
grocery, drugs, and general store: met 
in Washington last week to coiside 
the possibility of one basic cod» for 
the entire retail industry to ap;|ly to 
two million stores, employing fiv: mi!- 
lion people. President A. H. Geuting 
and members of his code comniittee, 
Jesse Adler and Edwin C. Hahn, spoke 
in behalf of the retail shoe ind istry. 

Final decision has not been maile by 
President Geuting and his committees 
on a separate retail shoe code. The 
meeting, however, was to determine a 
temporary code approved under the 
blanket code pending adoption of 
permanent. codes after hearings. 

While the wage sections o! th 
blanket code are said to be acce})table, 
some of the retailers desire to |e ex- 
empted from the forty-hour-work -week 
provision. They are asking for a 
work-week of forty-eight hours. 


Another Thom McAn Store 


MILWAUKEE, Wis.—Another Thon 
McAn shoe store is soon going t 
be opened at 1130 W. Mitchell Street 
according to announcements maile by 
the Melville Realty Co. 


Appointed Local Code Group 


ANNAPOLIS, Mp.—Leon Lipman, shoe 
merchant, Annapolis, Md., has _ beet 
appointed by the Annapolis Chamber 
of Commerce, chairman of the commit: 
tee representing the shoe group to 
study the code plan of fair comp:tition 
for shoe merchants in the State’. capi- 
tal city. Mr. Lipman is a leadi:g ex 
clusive shoe merchant of Annapo’is. 

David Ross, Jr., department store 
executive, has been appointed |¥y the 
association to the chairmanship °f the 
committee representing the depa: ment 
store field of Annapolis, and Thi rnton 
Strange, chairman of the comuittee 
representing the men’s wear gro'i). 
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JHARE YOUR 


PROBLEM/ 


Wirre Uy _.........__- 
THE /ERVICE If FREE TO YOU 





of local 
ur week 
rote Was 
da\ dur. 


TO MANUFACTURERS AND 
WHOLESALERS :— 


arc cor 
Wi' hi tne 
SOc ation RECORDER Subscribers daily ask us where 


to buy certain shoes and many other items 
connected with the operation of their stores. 
Following are some of the inquiries received 
this week. 


x * Creet, 
ati n re- 
il Fecoy. 


shi » de- 

pas, All manufacturers, wholesalers and others, 
ores met having goods to supply the following wants, 
COisider should address The Inquiry Dept., BOOT 
0d for AND SHOE RECORDER, 239 West 39th St., 


apply to 
five: mil- 
Geuting 
mniittee, 
n, spoke 


New York, N. Y. 


N 1472. Women’s spiked golf oxfords 


N 1473. Men’s rope sole canvas oxfords 


listry 
a nig N 1474. Toweling slippers 
am ittees N 1475. Women’s $5.00 Arch support 
e. The shoes 


rniine a 
der the 


‘ion of 


N 1476. Men’s & Women’s dress boots 


N 1477. 
N 1478. 
N 1479. 
N 1480. 


Measuring device 

Women’s Stylish Stout shoes 
Women’s welt boots 

New Family Corrective store 
wants complete lines 

Chairs & Fitting stools 

Display materials 

Woven labels 

Ee Show cases & shelving 


Thor N 1482. Girl’s athletic shoe 
N 1483. Souvenirs for children 
N 1484. Metalizing baby shoes 


56 
01 the 
e}) table, 
. he ex. 
rk -week 


N 1481. 


ying t 
Street 





For Your Convenience We List the 


Following: 


Arch Appliances 

Bath Room Mules 

Beach Sandals 

Boys’ Division, State Grade: 
Dancing shoes 
Skating shoes 


Slippers 
Sport 


Book on Leather Industry (Free) 
Book on Rubber Industry (Free) 
Cash Registers 
Children’s Division, State Grade: 

Barefoot Sandals 

Dancing shoes 

Infants’ moccasins 

Orthopedic 

Soft soles 

Bunny’s 

Sheepskin turns and Prewelts 
Chiropody Schools 
Dye Manufacturers 
Floor Coverings and Plans 
Foot Measuring Devices 
Handbags to Match Footwear 
Heel Protectors 
Hosiery, State Grade: 

hildren’s 

Men’s 

Women’s 
Labels: 

Carton 

Woven 
Lighting: 

Interior 

Windows 


List of Union Stamp Factories 


Men’s Division, State Grade: 
Army shoes 
Cowboy boots 


Safety shoes 
White canvas shoes 
Work shoes 


Dancing 
Dress 
Felt 


The Inquiry Dept., Boot and Shoe Recorder, i 
' 
i 
a 


ade by 
sei: N 1485. Children’s orthopedic shoes Slippers: 
N 1486. Children’s barefoot sandals 
N 1487 Invisible Garter 
up 
n, shoe ; 
s_ been 1 
hamber : 
ommit- ! 239 West 39th St., New York, N. Y. 
: pt . Please send me information about: ...... 
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Leather 
Locker Sandals 
Pullman 
Tap Dancing 
Toweling 
Wool 

Active Sports Shoes: 
Aviation 
Basketball 
Baseball 
Bowling 
Boxing 
Camping 
Football 
Fishing 
Golf 
Gymnasium 


[4 
Rope Sole, Canvas Oxfords 
Soccer 
Tennis 
Track 
Rubber Goods 
Riding Boot Accessories 
Scout Shoes 
Store Fronts 
Store Equipment: 
Store seating plans 
Show cases 
Ladders 
Shelving 
Valances 
X-Ray machines 
Foot rests for shine stands 
Fitting stools 
Mirrors 
Stock Cartons 
Shoe Laces 
Signs, Electric 
Stock Keeping Systems 
Souvenirs: 
Books 
Dolls and doll shoes 
General souvenirs 
Shoe Cabinets 
Shoe Dressings and Dyes 
Shoe Findings 
Shoe Heels 
Shoe Ornaments 
Shoe Trees 
Spats 
Vamp Rollers and Stretchers 


Women’s Division: 
Dancing— Ballet 

Tap 

Russian boots 

Dancing sandals 

Camping boots 

Golf shoes 

Golf shoes, spiked soles 

Orthopedic shoes 

Riding boots 

Sport moccasins 

Sport shoes 


Party Slippers 
House Slippers 
Wool Shoes 


Windows: 
Backgrounds 
Corrugated decorative paper 
Clips for price tickets 
Display art panels 
Floral decorations 
Reflectors 
Display fixtures, shoes 
Display fixtures, hosiery 
Price tickets 
Show card service 
Arch Support Shoe Stands 
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so inate, eaaemieangieiatien nat NATIONAL. RETAILERS MUTUAL INSURANCE SHOWS 
WHERE TO BUY STEADY GROWTH 


: ’ Net premiums written by the Na- | other high-grade bonds and the balance 
Children’s Footwear tional Retailers Mutual Insurance Com- | of 12 per cent in first mortgages. 
Ot et re ears pany of Chicago during the first six The National Retailers is one of the 
months of 1933 were up 3.4 per cent | leading specialty mutual fire insurance 
MRS. DAY’S IDEAL BABY SHOES over the corresponding period of last | companies of the country, centering 


infants’ Soft Seles...0-8 : its operations largely in the mercantile 

ae “i year, according to the report presented hl ead guiliiie sade toc 

Flexible Hard Seles,..2-8 by President James S. Kemper before . —_ 
For a number of years it has been the 


Bend for In-B8tock the semi-annual meeting of the direc- Rhus . 

Osteleg torate and advisory board held at the official insurance carrier for the Na- 
nme tides Maer |_| Home ofce of the company on July 25. onal Shoe, Retailers Aasoeation 
oe janvers, 5 P 4 , 

a — — aater one Among the prominent figures in the 

8 Se Seer ors : vee? | shoe retailing field who are members 

a gain of 3.1 per cent since Jan. 1. Sur- of the National Retailers Advisory 

WH E RE TO BUY plus to policyholders also increased sub- | Board and who attended the me re 

stantially, advancing 13 per cent to | were: John J. Baird, Hanan & Sons 

’ $336,666. Investments of the company Columbus, Ohio; Paul T. Carroll, § 

M ens and W omen § are concentrated in carefully selected | Francisco; Harry E. Fontius, Penton 

Shi ppers bonds and first mortgage loans on real | Shoe Company, Denver, Colo.; A. H. 

estate with 38.3 per cent in U. S. Gov- | Geuting, A. H. Geuting Company, 

ernment securities, 47.9 per cent in| Philadelphia; and John O’Connor, 
selected municipal bonds, 1.8 per cent in | O’Connor & Goldberg, Chicago. 





MRS. DAY'S IDEAL BABY 
SHOE CO. 











Fi i le eh ell ei ein 
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. 8. CHASE & SONS, INC., 
W. § AVERHILL, MASS. 
tn Steck Men's Full Leather Lined 
Handturned Slippers 


Priced from $1.35 ’ 

ee ee Sattler’s Announce Wage To Stagger Employment 

colors and black with | Increase ATLANTA, GA.—With the increasing 
BuFFALO, N. Y.—Sattler’s depart- probability that a 40-hour week will 

ment store, which does one of the be set for the retail trade all over the 

largest shoe businesses in Western New | Country, leading Atlanta shoe stores 


York, was among the first of the retail | are laying plans to “stagger” employ- . 
ment in order to comply with this fea- 





WHERE TO BUY establishments to announce an increase : . 
in wages in accordance with President ture of the new Government regula- 


tions. 
One shoe store reports that it will 
increase the commissions paid its sales- 


Roosevelt’s campaign against the de- 
Brewery Boots pression. The increase is from 10 to 15 
per cent and affects all of the em- : 
ployees, whether on full or part-time. | ™en to 7 per cent, in an effort to en- 
Charles Hahn, Jr., vice-president of the able them to meet the minimum wage 


tt ia } 7 
= . h t 2970 scale. At’ this store, plans call for two 
OLD-TIME company, estimates that a total of 297 shite, ann a8 a Wh ie 0 aly ot 


BREWERY BOOT ey ge rag full ov part by 9 in the morning and quit at 2 in the 
K Hich—No. 610 . afternoon, and the other to go on duty 
pene tone ~ at 1 o’clock and quit at 6 in the eve- 


15" High—No. 601 | | Wells Manager of Miller-Jones | ning. . 
HEAVY OIL GRAIN Company There is some talk of setting the 


opening hour for all retail establish- 
eight Sole NEWARK, OHI0—Robert Wells of | ments at 9.30, with the closing hour at 
; Cambridge has been named manager of | 5.30 as a means of taking out the slack, 

Reece Wooden Sole the Miller-Jones Co. unit here. He was | but this does not seem likely at this 
Shoe C | associated with the Potter-Davis Shoe | time, although favored by a number of 
oe LO., Inc. Co. in Cambridge, for a number of | retail store managers. In the smaller 
Columbus Nebr. years. cities of the state, a Wednesday or 
Thursday afternoon closing date has 


lee) 














been arranged for the merchants. 
Takes Over Store rhe thing that is worrying most shoe 


, BuTLER, Pa.—Samuel Goodman for | men here is whether a 7 per cent com- 
Flexible Shoe Co. Starts 12 years in the shoe business here as | ™ission will pay salesmen enough to 

Boston, Mass.—The Flexible Shoe | buyer for Ketterer Bros. store at 224 meet the minimum wage requirements 
Co., starting at 65 Beverly Street, is| S. Main Street, has taken over that under the double-shift method. How- 
made up of Henry Solar, a brother of | store. Mr. Goodman, who has con- | Ver, that is something time slone es 
Bernard Solar, president of the Compo | ducted the shoe department in the tell, and in the meantime, department 
Shoe Machinery Corp.; “Jack” Wise-| Paradise Shop for some months will re- managers will cooperate to the fullest 


berger, who was formerly in the New | move the stock to the Ketterer store. wn whatever code is finally 
York trade, and Jerome Schoen, a son pee 


of Harry Schoen of the Wise Shoe Co. Garfield to Manage New Store 
Holly Buys Mill 


of New York. The new firm is mak- 

ing fine styles by the Compo process. LORAIN, OHI0O—The Ostov Shoe Co., 

It has the factory which was recently | which operated a retail shoe store here LITTLETON, N. H.—The Holly Shoe 
operated by the Gold Seal Co. as its} for 12 years, has opened a new store | Co., makers of misses’ and children’s 
factory No. 2, this business having | at 524 Broadway, with Lew Garfield | lines, has bought the Everett-Norfolk 
been transferred to the Hilliard &| as manager. A complete line of men’s, | mills here, a fine property of 53,000 ft. 
Merrill building at 130 Eastern Ave-| women’s and children’s footwear is | of floor space. T. Kenyon Holly and 
nue, Lynn. being merchandised. Paul R. Holly carry on this concern. 
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1 The GOODYEAR LOCKSTITCH 


GOODYEAR OUTSOLE RAPID LOCKSTITCH 
MACHINE — MODEL O 


GOODYEAR 
LOCKSTITCH 











GOODYEAR attaches the sole to 
the welt on the outside of the shoe 











The 


LOCKSTITCH 


seam for Sole Attaching is the seam of 
quality. It has stood the test of time. 
There are two outstanding lockstitch 


seams now in use on modern footwear. 


Oy 











Dot 


LOCKSTITCH SEAMS are flexible and 
will hold securely all types of soles 
commonly used on footwear 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
















2 The LITTLEWAY LOCKSTITCH 


UAC SOLE STITCHING MACHINE 
— MODEL C 


ad 


WHY) 
Y WY Wf 








LITTLEWAY attaches the sole, upper 
and insole on the inside of the shoe 
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A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 


” ° eg 


WANT AD 

















SALESMEN WANTED 


POSITION WANTED 


WANTED TO PURCHASE 








ANTED-—-Salesmen covering territory by car 

to carry as side line. Manufacturer’s fast- 
selling line of in stock Children’s Shoes, sizes 
2 to 8. Territories open: Illinois, Iowa, Ne- 
braska, Minnesota, N. Dakota and S. Dakota, 
Indiana, Kentucky, Louisiana, Oklahoma, Ar- 
kansas and Missouri. Address D-437, care Boot 
& ~~ ‘enna 367 West Adams Street, Chi- 
cago, Ill. 





ALESMEN-—Side line of Tennis and Rubber 

footwear for the shoe and sporting goods stores. 
Straight commission. Arnoff Shoe Co., 12 Reade 
Street, New York City, N. Y. 








LINE WANTED 





INES wanted by shoe salesman with 30 

years experience and references, with big 
following in California, ladies’, retailing $1.95, 
$2.95, $3.95. For the better trade, a line of 
Brooklyn’s turns. While buyers are in the 
mood for fall buying now, act quickly. Sam 
Jarmulowsky, 1924 Franklin St., Oakland, Cal. 








DEPT. FOR LEASE 





WOMEN’S ready-to-wear store, Utica, | i 

has desirable space to lease for women’s shoes. 
Address D-434, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 








BUSINESS OPPORTUNITY 





SHOE STORE, busy manufacturing and farm- 
ing town. Big job shoe trade. 41 Main 
Street, Mount Holly, N. 








POSITION WANTED 





AVING covered the state of Iowa a great 

many years, I have a following among the 
Shoe Retailers. Desire to connect with some 
manufacturer of men’s, women’s, or children’s 
shoes. Can give satisfactory references. F. R. 
Lundberg, 2700 Moyer Avenue, Des Moines, 
Iowa. 





CONNECTION WANTED with re- 
sponsible retail organization or manu- 
facturer doing an in-stock business, by 
a sales and merchandising executive with 
a clean record of ten years in volume 
retail busi (metropolit department 
stores and specialty store) and over three 
years sales promoting and merchandising 
manufacturers’ in-stock lines. Conditions 
beyond his control in present organiza- 
tion make change desirable. Well known 
in the shoe industry. Christian, married 
and absolutely clean record. Highest 
references furnished. Familiar with all 
phases of the shoe business. Address 
D-436, care Boot and Shoe Recorder, 239 
West 39th Street, New York, N. Y. 














ANTED—Position with retail clothing and 

shoe firm. 10 years with one firm buying 
and selling. Age 38. Best of reference. Go 
anywhere. Address Box 340, Valdosta, Ga. 





A THOROUGH RETAIL SHOE MAN who 

had held responsible executive positions is 
open for connection as manager, buyer or assist- 
ant. 20 years chain and department store ex- 
perience men’s, women’s and children’s, all 
grades. Age 38, married. Highest credentials. 
Will go anywhere. Address D-435, care Boot & 
- e eacaaaall 239 West 39th Street, New York, 





HAVE covered the state of Iowa for one of the 
leading shoe manufacturers. Would like a 
general line or a specialty line. Can give nw Sh 
ences as to ability and integrity. H. A. Jones, 
2600 Kingman Boulevard, Des Moines, Iowa. 


BUSINESS OPPORTUNITY 














YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction: readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal: required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 





Leases assumed 


POSTER @ DEUTSCHE 
436 Grand St., New York City 
Phone Dry Dock 4-0352 


— BUY FOR CASH — 


entire or surplus stocks of 


SHOES—DEPT. STORES 


Transactions confidentia: 








590 Broadway 





Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shoes 
from manufacturers, jobbers or retailers. 


QUANTITY NO OBJECT 
KIRSCH - BLACHER CO., Inc. 


New York 
Phone Canal 6-4298 and 4299 











HOTELS 














When You GoTo 
PHILADELPHIA 
VON 


b00sarxs hee 


AROOM and 


A BATH 
For Pe +d a 


p50 One 1400 i” “ 


QT = 4. 


PENNSYIVANIA. 








Minimum charge 75 cents. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
For all other classified advertisements the rate is 7 cents per word. 
$1.25. When a box number is desired twelve words should be added for the address. In all other cases each 
word of the address should be counted. 

The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 

Classified advertising is payable in advance. 
© Advertisements for this page must be in our New York office on Friday of the week preceding publication. ™ 4 


Minimum . charge 
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“BUSINESS OPPORTUNITY 


BUSINESS OPPORTUNITY 


MERCHANTS’ NEEDS 





—— 





Boston 


course of instruction. 


clinics. 


Vs rite for catalogue to 


473 BEACON STREET, 
x 


(<)}IDDLESEX SCHOOL OF PODIATRY* 
A Department of the Middlesex Medical College 


Podiatry is the only uncrowded profession. 
services of qualified chiropodists is universal. 


The Middlesex School of Podiatry offers the standard three years 
Students enjoy the facilities of a fully equipped medical school 
with university and hospital affiliations. 


Practical training is amply provided in large dispensary and hospital 


The school is coeducational and a high school education or its 
equivalent is required for admission. 


HIRAM B. DONALDSON, Dean 


MIDDLESEX SCHOOL OF PODIATRY 


Waltham 
The demand for the 


BOSTON, MASSACHUSETTS 

















HOTELS 


mi 





/ 


A 


..is a word we’re fond 
of at the Paris. There's a free 
swimming pool—a solarium—a 
roof garden—a radio in every 
room. With our rates of $16. a 
week for room, bath, breakfast 
and dinner, you can afford to 
live here — FREE from worry. 


Hotel 
Nats 


97th ST. AT WEST END AVE. 
NEW YORK CITY 


———— 


Drew Operating at Full Capacity 


PORTSMOUTH, Ohio—The plant of the 
Irving Drew Co. is operating the full 
capacity and orders have been booked 
to maintain that schedule well into the 
future, according to officials of the 
company. 











MANUFACTURERS 
WHOLESALERS RETAILERS 


- WE BUY - 
ENTIRE OR SURPLUS 
WHOLESALE & RETAIL STOCKS 


HIGH PRICES PAID 
For branded and well known makes, 
such as Walk-Over, Florsheim, Enna- 
Jettick, Matrix, Natural Bridge, Vi- 
tality, etc. 


IRVIN RUBIN 
House of Jobs 
BRANDED SHOES OUR SPECIALTY 
89 Reade St., Cor. Church, N. Y. 
BA. 7-7887 
Form. 335 Market St., Phila. 

















Business Continues Upward 
Swing 

RocHEsterR, N. Y.—With orders pour- 
ing in from the traveling men out with 
new samples, Rochester area factories 
this week speeded up in production, in- 
cluding the smaller plants. 

The Blum Shoe Manufacturing Com- 
pany at Dansville increased workers’ 
pay 10 per cent, falling in line with 
the action of several Rochester firms 
the previous week. 

Children’s factories spurted ahead 
this week to run neck and neck with 
the women’s plants, which have been 
turning out welts and cement process 
shoes-at the fastest pace of any in the 
last two years. Orders were reported 
coming faster because of improved buy- 
ing on the part of a public eager to 
purchase before a price rise. 

Retail activity was better this week 
throughout the district. Rochester and 
one or two smaller towns saw the open- 
ing of several chain cut rate retail 
stores, but generally the demand was 
reported to be for quality shoes. That 
demand was reflected in the activity of 
Rochester, Auburn and Batavia fac- 
tories working on higher grade prod- 
ucts. 


CENTURY OF PROGRESS 


PRICE TICKETS and 


DISPLAY CARDS 
Add dash and color to 


your trims 








No. 1 


Colors: 


Lavender and 
blue on white 
board. 





No. 2 


Colors: 


Blue bar with 
orange sunburst - 
on silver board. 


1345 








Any Assortment of Prices 
Desired 


SIZE: 15%” x 2%” 


12 dozen 


WINDOW DISPLAY CARDS, size 8” 
x 14” available to blend perfectly with 
either ticket. 


Texts of display cards to harmonize 
with ticket #1 include late summer 
and early fall details. 


Display cards for ticket #2 include 
en texts. BLANK CARDS in both 
styles. 


Samples and Details Sent 
on Request 


CHECK WITH ORDER, PLEASE, UNLESS 
C.0.D. SHIPMENT IS PREFERRED 


Merchants’ Service Dept. 


BOOT AND SHOE 
RECORDER 


367 West Adams St. 
CHICAGO, ILL. 




















More Space for Women’s Shoes 


CANTON, OHI0O—Norman’s, at 327 
Market Avenue N., has announced its 
department for men’s footwear will 
be discontinued as soon as remaining 
stocks are disposed of and the space 
will be given over to women’s lines of 
shoes. 














} 


Windows for Early Fall 


[CONTINUED FROM PAGE 21] 


Cover the blocks with any cloth, such 
as felt, duvetyn, crash or rep. If you 
prefer, you can cover them with paper, 
or have them painted in flat neutral 
tones or soft pastel shades. Being of 
wood, they can be stained in any wood 
finish. These blocks, as the reader will 
observe, are decidedly novel in design 
and layout, showing a totally different 
arrangement from the usual in-step 
formation. They will inject a strong 
note of up-to-date modernism in your 
Fall window displays. They also sug- 
gest the possibility for any number of 
pleasing variations, which the average 
merchant or display man can work out 
for himself. 

An interesting question that comes 
to the fore the minute the retailer be- 
gins to think in terms of Fall adver- 
tising and window display is the ques- 
tion of price, and how price should be 
treated in the publicity that will her- 
ald the opening of the new season, 
when increased costs will, in many in- 
stances, begin to be reflected in the re- 
tail prices of merchandise. Our sug- 
gestion is, treat price frankly, but 
without undue emphasis. Save in ex- 
ceptional instances, we think it unwise 
to try to conceal prices from customers 
in window displays because they may 
be somewhat higher than last season. 

In view of the wide publicity that 
has been given to rising prices, the 
window display that shows new Fall 
shoes without price tickets will tend to 
arouse suspicion. It may cause pro- 
spective customers to hesitate before 
going into your store, and in the case 
of customers who do go in, such a win- 
dow will tend to put an extra burden 
of selling on the salesman. If the cus- 
tomer is prepared by seeing prices fea- 
tured frankly but not too prominently 
in the window, there is much less 
chance of a price argument at the fit- 
ting stool. 

The public has been pretty well pre- 
pared for higher prices. If your ad- 
vertising and your windows can show 
customers that you are offering good 
merchandise in attractive styles at 
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A BUYING GUIDE TO 
OUI, ADVERTIVERY 


IN THIS 


IYYUE A 





BOOTS AND SHOES 


Ault-Shackford Shoe Co., Auburn, Me 


Bass, G. H., & Co., Wilton, Me 
Bett Shoe Co., Philadelphia, Pa 
Boyd-Wright Shoe Co., St. Louis, Mo 


Chase, W. S., & Sons, Haverhill, Mass.... 
oe. Edwin & Sons, Inc., E. Weymouth, P 


Craddock-Terry Co., Lynchburg, Va. .2nd Cover 

Dodge, Bliss & Perry Co., Newburyport, 
ass. 48 

Ebberts, John, Shoe Co., Buffalo, N. 


Edwards, J., & Co., Philadelphia, Pa., 
Back Cover 


Julian & Kokenge Co., Columbus, Ohio 
Kendall Shoe Co., Haverhill, Mass 
Marion Shoe Co., Marion, Ind 27 
Mishawaka Rubber & Woolen Mfg. Co., 
Mishawaka, Ind. 
Mrs. 
Mas 
Mucho Shoe Co., 
Nettleton, A. E., Syracuse, N. Y 


Old Colony Shoe Co., Brockton, Mass...... 
Owens Shoe Co., Lynn, Mass.............. 


— Branch of Int. Shoe Co., St. Louis, 
3 


— Wooden Sole Shoe Co., Columbus, 


Richards & Brennen Co., Randolph, Mass.. 46 
Roberts, Johnson & Rand, St. Louis, Mo.. 37 
Smith, J. P., Shoe Co., Inc., Chicago, Ill.... 46 


United States Rubber Co., New York City, 
ront Cover 


Vitality Shoe Co., St. Louis, Mo 


Weyenberg Shoe Mfg. Co., Milwaukee, Wis., 
3rd Cover 


LEATHER AND OTHER MATERIALS 


Allied Kid Co., Boston, Mass 

Barbour Welting Co., Brockton, Mass 

Dungan, Hood & Co., Inc., Phila., Pa 

Levor, G., & Co., Inc., Gloversville, N. Y..2-3 
New Castle Leather Co., New York City.... 
Surpass Leather Co., Phila., Pa 

Zapon Co., Stamford, Conn 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


United Shoe Machinery Boston, 


Corp., 
29-39-47-53 


SHOE ACCESSORIES 


Simplex Shoe Tree Corp., Chicago, II] 
Scholl Mfg. Co., Chicago, II] 


MISCELLANEOUS 


American Weekly, New York City 

Hotel Kenmore, Boston, Mass 

Hotel Paris, New York City 

Hotel Pennsylvania, Phila., Pa 

Hotel Piccadilly, New York City 

Illinois College of Chiropody, Chicago, Ill... 
Kent Automatic Garage, New York City... 
Kirsch-Blacher Co., Inc., New York City... 
Marbridge Bldg., New York City 
Middlesex School of Podiatry, Boston, Mass 
Poster & Deutsch, New York City 
Stephenson Laboratory, Boston, Mass 





prices which seem reasonable and 
which offer fair values, we believe you 
will have accomplished something defi- 
nite through your publicity and will 
have gone a long way toward solving 
the problem of price-resistance before 
the customer even enters the <tore, 
However, the merchant must use a 
great deal of tact and diplomacy in 
this matter of price publicity, both in 
windows and newspaper advertising, 
And salespeople should be carefully 
coached in advance as to how to hindle 
the subject of price when it comes up 
in the course of the sale. The impor- 
tant thing is to avoid needless argu- 
ment and at the same time demonstrate 
to the customer the fact that prices are 
reasonable. The average shoe store 
will still be able to offer good values in 
footwear and one of the best ways to 
meet price objections is for the sales- 
man to concentrate his selling talk on 
the values and the merits of the mer- 
chandise. 


Peak Day for Production 


MILWAUKEE—W. J. Herbst, 
dent of the Herbst Shoe Mfg. Co., Mil- 


presi- 


waukee, Wis., manufacturers of Tom- 
Boy shoes, says: 

“Monday, July 17th, was the banner 
day in the history of our: organization. 
We cut more shoes than on any pre- 
vious day since this business was es- 
tablished. 

“This record is not simply the result 
of a predetermined effort to crowd a 
lot of production into one day. It does 
not represent a sharp flash to the peak 
accompanied by a sudden perpendicular 
drop. For a consistent period this sea- 
son our production on Tom-Boy shoes 
has been uniformly close to the record, 
—day after day. 

“Adhering strictly to quality from 
the inception of this business is a large 
contributing factor to >ur steady and 
consistent growth. Incidentally, we 
are now completing a large two-story 
addition to our present factory, which 
will be used largely as a stock depart- 
ment, with a capacity of 200,000 pairs 
of children’s shoes.” 


Gene’s Shoe Store Moves 

FREMONT, OHIO—Gene’s Shoe store 
which has been located in the Colonial 
Bank Block on Front Street has been 
moved to a larger store room nearby. 
Eugene Gabel is manager. 
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wl THEIR BROWNS STRAIGHT 


le and 
eve you 
ng defi- 
nd will 
solving 
before 
» store. 

use a 
nacy in 
both in 
Ttising, 
arefully 
handle 
mes up 
impor- 
$ argu. 
nstrate 
ces are 
2 store 
ues in 
jays to 
' sales- 


alk on They’re pretty fussy about the browns they'll take in shoes this 
siti year,—they don’t want them yellow, and they don’t want them red. 
The Young Thing in the sketch is distinctly pleased because her 


ae new shoes are a deep, rich, neutral brown— 
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SMOOTHNESS. 


THE FINISHING TOUCH 





The finish is always best when 





the materials underneath are 


of proper quality and texture. 
Celastic Box Toes fulfill these 


requirements in the toe con. 


struction of any shoe. 


THE QUALITY BOX TOE 








UNITED SHOE ‘MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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“Olen PLED PIPER 
= DEAL 


PATENTED 


FEATURES. 
1007 Goodyear Welt PLUS 


HE full details of the New 

Pied Piper Deal are now 
available. Get your copy of this new, interesting, amply 
illustrated presentation of sound selling facts. 


No Channel to weaken 


a Here is the key to enlarged juvenile volume. Here is 
the ammunition with which to battle your way to local 
leadership in juvenile sales—the facts with which to 
fortify your position of dominance. 


The New Pied Piper Deal is a constructive business-build- 
EEO. AM ing opportunity based on features of proved merit— 
D panel nation. (Note important Patented health protecting features not avail- 
able in any other juvenile footwear, regardless of price 
—and an effective, tested plan for promoting Pied Piper 
business and increasing your 
juvenile following. 


ee a It costs you nothing to get 

ee ee ee the facts. Write or wire for 
full facts of the New Pied 
Piper Deal and details of the 


NEW LASTS | fully protected exclusive Pied 
NEW FEATURES Piper Agency proposition. 


NEW PROMOTION 
Maiathon Shoe Co; 


PLANS 
WAUSAU, WISCONSIN 


od the DET. Al L$ MANUFACTURERS OF —— EXCLUSIVELY 
WRITE for YOUR COPY 


of the ‘Yow PIED PIPER ax jim 
Heal The WORLD'S GREATEST QUVENILE HEALTH SHOES 
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OUWELTS” 


CREATE EXTRA 
SALES APPEAL 


They are 




















smartly fashioned 
and promote 
foot comfort 











UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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RE are five styles in the 

Gin line made of genuine 

rain leather; all car- 

‘stock for quick ship- 

ant. They are wonderful fit- 

ting shoes, and into them, as 

all other Uptown styles, is 

built that “priceless ingre- 

j dient,” the unseen quality, 

that brings good will and 
repeat sales. 


No. 1717 Black scotch grain with 
Weather-Wear soles and all-leather 
beels. Rhodes last. Widths A to D. 


No. 1757 Same except brown scotch 
grain. 


Uptown 8 


Shoes ~~ 


ROBERTS, JOHNSONS RAND 


Branch of international Shoe Co. 





ST. LOUIS, Mo. 
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Ki pi 


For this Fall 
Attractive Buckle Tie by the 


DIAMOND SHOE Cor?.— 


using a distinctive Evans 
Lining—Perchment #26. 























i 


ses + THE BETTER THE LININGH 
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Evans Quality applies to Evans Ruby (black) 
Kid, Evans #101 Brown and Ss #121 Blue—but also to 
Evans Linings. . . . Scientific use of the chrome process makes 
Evans Linings resist perspiration, moisture, and rotting. .. . 
Standardize on Evans linings by the number. . . . Parchment 


# 26, Pearl Gray # 10, Dark Gray # No. 8. 


OHN'R. on Cink’ (Branls =. 
_JQHN R. EVANS & CO_ 


~ CAMDEN, N. J. ‘Si mg PHILADELPHIA 


CINCINNATI «ST. LOUIS BOSTON * MILWAUKEE 
































GUTHE BETTER THE SHOE -- 
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AND WHY? 


You can stock them in every wanted 
pattern ...in all leathers ...in every size 
and width... and get immediate shipment. 


The style, quality, workmanship and fit 
of these shoes are second to none and 
will click with your men customers. 


New Foot Control Health Shoe 


is an added exclusive reason 
Patented-fitting and comfort features 
that are built into three new lasts 


give you an advantage over all 
other retailers of $5 men's shoes. 


al A NEW AND 
~ DISTINCT 
SHOE 


FOOT co hs T RO Adjustable arches... foot 
guide rubber heels .. 


Health Shoes ‘4 a \ new close fitting lasts 


- new patterns make 


i= " this patented line an 


BRANCH OF INTERNATIONAL SHOE CO. 
ST. LOUIS, MO. 
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